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SEASON 


Ornate “FOOTWEAR prope 


When Rhinestone Shoulder 
Straps Vie with Shippers 
—Hail the Jewel-Age 
Entering the Shoe Store for 


Christmas - 


HE clever use of an ornament®on the shoe does 
more to make that article of foot covering dis- 
tinctive than any other device, combination of 


color, or twist of pattern. The mid-winter season al- 
ways develops some little note of luxury that is best 
expressed through ornaments in semi-precious stones 
and the like. 

A study of high-grade lines this season indicates a 
greater use of ornaments in the completed shoe (fac- 
tory delivered). Many merchants, however, prefer 
the detached ornament, for it permits of individuality 
in selection. There is also another good merchandis- 
ing reason—the extra profit. 

Many of the new styles that have a Parisian origin 
combine the ornament in the finished shoe. Perhaps 
the newest thing in Paris today is the use of jeweled 
shoulder straps for evening wear, and the two jeweled 
bands on the shoulders are balanced by a similar 
jeweled effect on the evening slippers. 


OOTWEAR for holiday selection that permits of a 

_ Separate sale of ornaments is now under consider- 
ation. When the time comes to buy gifts the store 
that has an attractive ornament as a novelty feature 
of its window display, finds possibilities of selling men 
these little trinkets, providing they are sold in a little 
jewel case. 

The holiday season is the one time of the year 
when price does not seem to be so important a factor. 
Therefore, if the ornament is made attractive to the 
eye, it has salability as an extra profit item in the 
holiday season. 

A California store is making more money on its 


ornaments than on its shoes. It may be that there 
are others. Short skirts have revealed the feminine 
foot and ankle to full view and have opened up the 
way for merchants to sell more ornaments. The 
record of the California store furnishes a pretty good 
goal. 


HE three best months for selling ornaments, Octo- 
ber, November and December, are near at hand. De- 

mand for them begins when the dancing season starts 
and rises to its peak 
when the Christmas 
shopping season begins. 
Ornaments are now in 
the jewel class and jew- 
els for shoes are among 
the welcome and some- 
times the more expensive 
Christmas gifts. 

Ornaments are art, or, 
at least, should be, and 
art is always worth its 
price. In other words, 
the ornaments are worth 
all the customer will 
stand. Prices should be 
made up with courage 
and not with timidity. 

Show a woman a pair 
of shoe buckles at $10 a 
pair, and she may think 
she is looking at some- 
thing pretty nice. Show ’ 
[TURN TO PAGE 78, PLEASE | 
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Bracx - VW HITE 


Contrasts Are Developing OMINE 
Rapidly, Leading Into 
Spring, 1929 


is about to launch a new campaign in the form of many of which are still with us for fall and winter wear 
contrasts in color. had brought us nearer to white as a solid. Pure or pri- 

As far back as the spring season of 1927 the Fashion mary blue is an effective contrast with white, and 
kings of Paris attempted to launch a fashion for con- primary red is also an excellent contrast in color with 
trasts in color to parallel the established vogue of the white. Purple is admittedly a contrast in color with 
strongest of all contrasts viz, black and white. white. 

Unfortunately, however, the two piece jacket suit Shades and tints of any one full color such as blue, 
was chosen with which to launch the new vogue. Co- purple, red or green if sufficiently removed from each 
incidently the ensemble gained sufficient headway to other in a corect scale are accepted as contrasts and are 
overshadow the jacket suit of contrasting colors and now seen in the newest and most expensive French 
so the ensemble won. Undaunted, however, the sponsors’ velvets for fall and winter wear. 
of color contrasts again tried out color contrasts at the 
recent (1928) spring races in France with results not NOTHER indication of a gain in color contrasts 
yet clearly indicated since women still favor the eC is the use of colored footwear to be worn with a 
ensemble principally. white dress or costume together with the adoption of 
bags in primary colors to be worn with white dresses. 
Braided colors in leathers for sandals are one more 
indication of a probable increase in the use of contrasts 


since “The ensemble unlike Tennyson’s brook cannot 
”> > 


7 ROM her imperious throne fashion, the fickle jade, Again the long vogue of pastels and of tints in colors 


ROBABLY next year color contrast will make a 
gain since powerful aids will be summed. They are 
black and white now well established. We think so since 
black is an excellent background for the exploitation of go on forever. 
color and for the presentation of contrast. Black and Black and white registered an important position in 


white is an accepted contrast, so why not black with [TURN TO PAGE 47, PLEASE] 
color. 














The use of black and white in the shoe window is 
perhaps the most effective way to sell either—or both 
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And Their Popular Acceptance 


come in the acceptance of the brown family (dark 
tones in suede and kidskin, running to medium 
and lighter tones in calfskins). In high-grade shoes 
for Fall selling, Java brown and Spanish brown are the 
beginning of a range of colors that darken to mahogany 


ig first test of the salability of a new color will 


brown, Burgundy, wine and plum. 


The sharp definition between the summer beige tones 
and these dark browns is a matter of concern to mer- 


chants. The national feeling now is 
that these dark browns will be accept- 
able in top-grade footwear. The prob- 
lem is, what will be in demand in the 
medium priced and low priced shoes for 
girls and women? At present the tan- 
ner has the problem of putting a car 
load of skins into the vat and obtaining 
10 to 20 per cent top-grade leather, and 
the balance, leather that should go into 
the lower range of shoes. The varia- 


this season. 


The parlor shoe store is 
the college girl’s delight. 
Here’s how the Universal 
Jewel Company reproduces 
a smart shoe store interior, 
and would you believe it, 
there is even a dance floor 
with radio music in the 
rear? 


bility of the animal’s skin makes this division of grades. 
No tanner can expect to get out of any car load other 
than a minimum of grade A selection. The tanner at 
present is finding a demand for top selection, but less 
interest in the lower grades. 


HE first public acceptance on the part of women of 
the deeper browns is, therefore, of great significance 
The shoe trade is of the belief that these 


deep browns are a most practical color, 
because, whatever the ensemble, the 
foundational foot in brown blends with 
almost any coat or dress. 

Following the brown family comes 
the second appearance of blues in foot- 
wear. The way has been paved for the 
acceptance of navy blue through the 
past season’s interest in midnight blue 
shades in shoe leather. Blue has a pos- 
sibility this season of fitting in so com- 

[TURN TO PAGE 49, PLEASE | 
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| Getting More Shoes Sold Right 


St. Louis 
1627 Locust St. 






Clear the Decks 


HERE is nothing of more paramount issue in 

September, October and November than get- 
ting more shoes sold right. The entire efforts of 
the industry should be put into moving the shoes 
from the shelves. The sale of shoes this year to 
date is below normal expectancy. The first six 
months of 1927 might have shown a general in- 
crease in shoe making, but it certainly wasn’t re- 
flected in sales at retail. There are millions of 
pairs of shoes now on store shelves that should have 
been moved previous to this date, which is the two- 
thirds mark of a years’ sales total. One-third of 
the year remains for tremendous effort at retail. 

Whatever the weather, sell shoes notwithstand- 
ing. Every help that can be given the merchant 
at retail to move an extra pair of shoes is needed. 
Fortunately there are factors in the basic prosper- 
ity of the country that indicate that the public has 
the money to buy an increased volume of shoes. The 
urge, however, must come through creating a de- 
sire for these shoes. National effort helps, but 
nothing takes the place of a better window display, 
better local advertising and an increase of energy 
at the fitting stool and at the feet of the public. 

A change in competition is the life of trade, but 
it is also the death of the incompetent. The report 
of Dun and Bradstreet shows that 40 per cent of 
last year’s 23,146 failures were due to incompe- 
tence and inexperience. When business fails to 
prepare itself for an aggressive merchandising sea- 
son, ignorance takes its toll in terms of failure. 
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ments must be given to sales people to move, not 
only one pair at a fitting, but more pairs. A 
double sale effort, possible with the change of sea- 
sons, should be encouraged. Maybe the clerk 
should be given something extra for this extra ef- 
fort. Never had a trade a better opportunity to 
put its best foot foremost. Let’s go. ‘ 


Pushed Out of Low Priced 
Field 


HIS week in Boston is of some merchandi-:- 
ing significance. On Monday there opened 
on Washington Street, right in the heart of the 
shopping district, an immense store selling a range 
of articles from inner tubes to shoes, at a price 
not over $1. In a community such as this (when 
policemen are needed to hold the people in check 
for the opening of this store), who is there to say 
that price isn’t a factor? The amazing thing was 
to see the movement of shoes at a dollar per pair. 
The second significant happening in Boston this 
week was the opening of an immense retail estab- 
lishment by a national mail order house. The 
event was heralded in an eight-page section in the 
most prominent newspaper, with greetings ex- 
tended by both the governor and mayor. The 
crowds at the opening positively amazed the local 
merchants. 

We now see a battle for the dollar, the like of 
which was never experienced before. Perhaps the 
shoe man will be less hit than any one else, because 
the factors of choice of selection and care in fitting 
can not be given in over the counter sales. 

But the fight of all merchants is also the fight of 
the shoe man. If such an imprint on the public 
purse can be made in what is termed an intelligent 
industrial community like Boston, what will be its 
success elsewhere? 

The great battle ground on the price of shoes is 
now definitely placed in the lower ranges. Isn't 
that a lesson to the merchant who has hashed his 
price so that in one store he-handles everything 
fro $4 to $14? What is he to do now to justify 
his existence as a merchant, who invests his own 
capital and uses his brains and experience to make 
a living and a profit? 

He has got to apply himself far more energetic:'!- 
ly to the proper selection of more desirable shovs 
than the stuff that is sold merely as foot coverin: 
The upper ranges of price give him his only oppor- 
tunity, for with the larger margin he can rené:" 
service in keeping with the wants of the client 
he serves. 

From this time forth the merchant must kno 
some one thing well and work in that division w:‘' 
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The last point is the most important of all, and 
to get more shoes sold right still greater induce- 
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the utmost of energy, for he cannot cover the en- 
tire range of shoes or prices efficiently. The direct 
route to a profit is important in his future efforts 


at retail. 


The Big Community Fight 


HE local association of shoe men could handle 
any situation nicely if it functioned properly. 
It could arrange a meeting of farmers and get the 
truth to them easily. A merchant who suffered 
from the inroads of the mail order houses started 
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farms, let me tell you something that you have 
probably overlooked. When you buy a pair of 
shoes from one of these mail order houses you send 
money out of the community that will never come 
back. Your schools, your roads, your bridges, your 
hundred and one other local enterprises will never 
benefit one penny from that expenditure. And you 
pay the freight, the postage or the express besides 
paying the mail order house in advance for the 
goods you buy. 

“When you come into my store to buy you see the 
goods before you. You are not compelled to guess. 





out alone to put up a fight. 
one. He simply flooded the farmers in his district 
He talked to them singly 
The burden of his song was this: 


with printed matter. 
and in groups. 

“You farmers com- 
plain of taxes. You 
claim that you bear 
the burden of road im- 
provements, bridges, 
schools and_ suffer 
from the outrageous 
prices and profits of 
the town merchants. 

“Let me ask you 
who helps you to pay 
taxes? Is it the mail 
order house? Who 
buys your farm prod- 
ucts? Is it the mail 
order house? Have 
you ever sold a load of 
apples to that big con- 
cern in the city that 
claims to be such a 
staunch friend of the 
farmer? 

“There is not a 
farmer in this county 
that pays more taxes 
than my store pays 
each year. 

“You say that the 
town merchant makes 
enormous profits. 
Look at the statement 
of this big mail order 
house! Look at that 
pile of profits! Here 
is my statement of 
profits. You will see 
that I make a living 
only. All this talk 


about enormous profits 
of the town merchant 
is bunk. 

“And, now my 
friends from the 





7 @ 


‘as both of these items have to be dovetailed into the 








And it was a good 


fellow citizen of yours. 
acter in this county. 
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The ‘Reason Why 


C. E. WILLIAMS SHOE CO. 
St. Louis, Mo. 


The writer has been a reader of your publication, 
the Boot AND SHOE RECORDER, for so many years | 
that I hesitate to mention the number. 

During those many years your publication has | 
enabled me to keep in weekly contact with those | 
phases of the Shoe Business which added together 
spell success for the Retail Merchant who uses them 
intelligently and constructively. 

The most important phase in my judgment due 
to the volume of merchandise stocks we must have 
on hand at all times_is the trend of price and style, 





merchandise we already own. 

In this field it seems to me your publication is pre- 
eminent. 

The varied advertisements carried by your publi- 
cation, covering the entire trade field from which 
shoe store supplies are drawn, is of outstanding 
value to every Retail Shoe Merchant. 

Your outstanding Editorial Department consecu- 
tively over the years, with its word of caution here 
and its word of optimism there, but always standing 
for better shoes and better conducted shoe stores, 
has given the retailers of the nation an inspiration 
to better things. 

May I express the hope that that oldest axiom of 
trade will continue to apply to your publication and 
to your staff: 

That “he who serves best, profits most.” 

Sincerely yours, 
(Signed) CHAS. E. WILLIAMS. 
* * * 

Charlie Williams is an able, successful merchant. 
If he can a from reading the REcorpeER, cer- 
tainly other shoe merchants can profit likewise. 


> a he 


President | 




















You may try on the shoes and be sure of a fit. If 
there is anything wrong I make it right. 

I am a responsible char- 
I am entitled to your sup- 


Ilama 


port and patronage. 
Give me a square 
deal.” 

And so on in a hun- 
dred appeals to the 
common sense of the 
farmers. It won. 

Of course if you are 
not hurt by the mail 
order house you are 
not the least bit inter- 
ested in this, if you 
are selfish. But there 
are many other shoe 
men suffering. 

ok * * 

Quite a drop—from 
a futuristic. window 
showing shoes at top 
prices to a mid-season 
sale offering the same 
shoes at $5.85. Just 
what effect all this had 
on the public is hard 
to say. It is almost 
certain that the reac- 
tion was bad. A store 
cannot make abrupt 
changes like that with- 
out losing something 
of public confidence. 
Right here a warning 
to merchants who may 
be enticed by pretty 
pictures of extrava- 
gant window trims 
and extreme prices. 
Play the string out on 
whatever tack you 
may take. You cannot 
be a $15 store one day 
and a $6 _ close-out 
dump the next. 
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Six little suggestions: 

1. Try something new, once. 
2. Whip up enthusiasm. 

. Follow “youth” for style. 
. Don’t say it can’t be done. 


Ct im 


. Fort conservatism; all bosh. 
6. Wear new things—first. 


afraid of fashion than was his father. For was 
not the latter trained to set the styles during his 
college days? And the college feeling is growing, and 
exerting at the same time a tremendous influence for 
better shoes, as well as all other articles of wearing 
apparel. A proof that the trend is for more shoe con- 
sciousness and that the idea of the “ensemble” is para- 
mount on the part of men was recently related by a 
fashion observer who returned a few weeks ago te 
Boston from Paris on the S.S. Ile de France, as fol- 
lows: “Every man in the first-class passenger list was 
better shod than were the women in his party. The 
shoes of the men matched their shirts, ties and hand- 
kerchiefs, all in the same predominating color, and 
formed, with their suits, a harmonious and refined 
ensemble. For instance, instead of the old white shirt, 
a blue, or powder blue shirt, with frosted gray glint; a 
blue gray tweed coat; a white polka dotted blue tie; 
shoes in log cabin suede with gray silk laces; blue gray 
hosiery; gray blue handkerchief; and gray silk gloves. 
“With white trousers, green striped, a green coat, 
green and white handkerchief, green tie, white shirt 
striped with green, green and white checked hose and 
deep green suede shoes. 
“With coffee colored flannel trousers, brown and or- 
ange hose, brown suede shoes with cord laces, an orange 
tie. 


i HE new “modern” of the masculine sex is less 
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Men are ashamed to fuss about clothes— 
yet American men collectively are the best 
dressed on earth——so, if someone will only 
start wearing different material shoes mer 


will gladly follow precedent. 


ROWN alligator shoes, looking for all the world 

like women’s shoes, with lacings passing through 
cutouts in the lace stays; lizard shoes with crepe soles; 
suede oxfords with patent leather trims around the lace 
stays, on higher and ‘different’ shaped heels, wer 
among some of the new things noted on the feet of the 
wealthy men passengers—and always did these shoes 
form a part of the ‘ensemble’ of trousers, coat, shirt. 
tie, hosiery and handkerchief. 

“Such is a glimpse of the ‘smartly’ shod, middle-aged 
bankers’ group on palatial shipboard. One of them 
said: ‘I have to be dressed and shod correctly.’ ” 

As to sports for fall, winter and spring, the com- 
binations of leather will be as striking as ever, but the 
last and the patterns will be more refined and a bit 
less filagreed. 

In the brown and white and black and white combina- 
tions the South will undoubtedly find the white calf to 
be more popular than the white buck, while the North- 
erners will doubtless show their preference for the 
white buck. 

The leather soles will not see any diminution of their 
popularity. Rubber soles will continue in demand. One 
of the encouraging features about the sales of golf 
shoes and sports footwear generally is the fact that the 
devotees of play are growing yearly. 


OLF has given the sales of men’s shoes a big impe- 
tus and the number of golfers is increasing. The 
youngsters seem to like the game as well as do the 
“oldsters,” and they realize that one of the first essen- 
tials of a good game is to wear the proper footwear. 
For a business shoe, the percentage of colors will be 
60 per cent black and 40 per cent tan. And here is 4 
word of advice that a scientific distributor of men’s fine 
shoes passes on to retail merchants: “Don’t worry to 
much about remembering all of the various shades 0! 
tan. Visualize tan as either dark or light. I believ: 
the three subdivisions of colors should be—black, brown 
It makes for less confusion in buying ani 
selling.” 
[TURN TO PAGE 47, PLEASE 
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Profit Per Cent on Selling Price 

Cost 
20% | 25% 336% 40% | 50% 
$0.50 | $0.63 | $0.67 | $0.75 | $0.83 | $1.00 
75) .94| 1.00} 1.13} 1.25] 1.50 
85} 1.06} 1.13] 1.28] 1.42] 1.70 
1.00} 1.25! 1.33) 1.50! 1.67} 2.00 
1.05 | 1.31] 1.40} 1.58] 1.75] 2.10 
1.10} 1.38 | 1.47| °1.65| 1.83] 2.20 
1.15| 1.44| 1.53] 1.73] 1.92] 2.30 
1.25| 1.56| 1.67, 1.88] 2.08] 2.50 
1.35 | 1.69| 1.80 | 2.03 | 2.25 | 2.70 
1.50| 1.88| 2.00) 2.25| 2.50/ 3.00 
1.60} 2.00] 2.13} 2.40] 2.67} 3.20 
1.75 | 2.19| 2.33} 2.63] 2.92] 3.50 
1.85 | 2.31 | 2.47] 2.78| 3.08] 3.70 
2.00 | 2.50} 2.66) 3.00} 3.34] 4.00 
2.15 | 2.69] 2.87 | 3.23] 3.58] 4.30 
2.25 | 2.81] 3.00| 3.38] 3.75] 4.50 
2.35 | 2.94| 3.13] 3.53] 3.92| 4.70 
2.50} 3.13| 3.33] 3.75 | 4.17] 5.00 
2.60 | 3.25] 3.47} 3.90| 4.33] 5.20 
2.75 | 3.44| 3.67| 4.13] 4.58] 5.50 
2.85 | 3.56] 3.80| 4.28] 4.75] 5.70 
3.00 | 3.75 | 4.00} 4.50} 5.00| 6.00 
3.15 | 3.94] 4.20| 4.73] 5.25] 6.30 
3.25 | 4.06] 4.33| 4.88] 5.42] 6.50 
3.35 | 4.19| 4.47| 5.03] 5.58] 6.70 
3.50 | 4.38] 4.67| 5.25 | 5.83] 7.00 
3.65 | 4.56 | 4.87| 5.48| 6.08] 7.30 
3.75 | 4.69| 5.00| 5.63| 6.25| 7.50 
3.85 | 4.81] 5.13 | 5.78| 6.42] 7.70 
4.00} 5.00| 5.33} 6.00! 6.67! 8.00 
4.15 | 5.19] 5.53 | 6.23] 6.92] 8.30 
4.25 | 5.31| 5.67| 6.38] 7.08] 8.50 
4.35] 5.44] 5.80| 6.53] 7.25] 8.70 
4.50 | 5.63| 6.00| 6.75 | 7.50] 9.00 
4.65| 5.81] 6.20] 6.98| 7.75] 9.30 
4.75 | 5.94| 6.33 | 7.13) 7.92] 9.50 
4.85 | 6.06) 6.47| 7.28| 8.08] 9.70 
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Cost a Ene Wee aan 
20% | 25% |33146%| 40% | 50% 





$5.00 | $6.25 | $6.67 | $7.2 
5.15 | 6.44| 6.87 
.25| 6.56| 7.00 
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7 
7 
Ss 
88 7.33 8.25 | 9.17 | 11.00 
8 
8 
bd 


35 | 6.69 13 92 | 10.70 
50 | 6. 

65 7.06) 7.53 | 8.48 | 9.42] 11.30 
75 | 7.19| 7.67! 8.63! 9.58] 11.50 
85 | 7.31! 7.80} 8.78] 9.75} 11.70 
.00 | 7.50) 8.00 9.00! 10.00} 12.00 
15 | 7.69, 8.20!) 9.23 | 10.25} 12.30 
25 | 7.81) 8.33) 9.38 | 10.42 | 12.50 
35 | 7.94! 8.47) 9.53 | 10.58 | 12.70 
50] 8.13 3.67 | 9.75 | 10.83 | 13.00 


65 
75 
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-00 
15 


8 
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9.13 | 10.28 | 11.42 | 13.70 
75 | 9.33 | 10.50 | 11.67 | 14.00 
94} 9.53 | 
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25} 9.06 | 9.67 | 10.88 | 12.08 | 14.50 || 
35 | 9.19 | 9.80 | 11.03 | 12.25 | 14.70 | 
50 | 9.38 | 10.00 | 11.25 | 12.50 | 15.00 

| 11.48 | 12.75 | 15.30 


.75| 9.69 | 10.33 | 11.63 | 12.92 | 15.50 
85 | 9.81 | 10.47 | 11.78 | 13.08 | 15.70 
00 | 10.00 10.67 | 12.00 | 13.33 | 16.00 
15 | 10.19 | 10.87 | 12.23 | 13.58 | 16.30 
.25 | 10.31 | 11.00 | 12.38 | 13.75 | 16.50 
-35 | 10.44 | 11.13 | 12.53 | 13.92 | 16.70 
50 | 10.63 | 11.33 | 12.75 | 14.17 | 17.00 
75 | 10.91 | 11.67 | 13.13 | 14.58 | 17.50 
00 | 11.25 | 12.00 | 13.50 | 15.00 | 18.00 
.25 | 11.56 | 12.33 | 13.88 | 15.42 | 18.50 
50 | 11.88 | 12.67 | 14.25 | 15.83 | 19.00 
.75 | 12.19 | 13.00 | 14.63 | 16.25 | 19.50 
10.00 | 12.50 | 13.33 | 15.00 | 16.67 | 20.00 
10.50 | 13.13 | 14.00 | 15.75 | 17.50 | 21 

11.00 | 13.75 | 14.67 | 16.50 | 18.33 | 22.00 


| 
65 | 9.56 Pe 


DOOM mMONINIWI ITT TWUIAAARARABAAQawanAHH UU 





i — i i —e ) 


ao 





— 
wt 
































HE first gross mark-up can best be figured by the 

use of the above chart. It is inevitable that every 

wholesale purchase of shoes will not maintain this 

first mark-up, but at the beginning of every major 
season shoes should carry the higher figure. 

The average mark-up in retail stores, found by the 

Harvard Bureau of Business Research, is as follows: 





“For the retail shoe stores selling chiefly low-price 
shoes the common figure is 25.7 per cent of net sales; 
for medium-price stores 26.6 per cent; and for high- 
price stores 34.8 per cent. 

“The higher gross profit in the high-price stores is 
necessary because of the higher expense involved in 
maintaining their service.” 
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by HARRY R. TERHUNE, Frew €p:70r, 


Playing Poker with Stock 


SPRINGFIELD, Mass.— One _ gets 
quite a kick in talking with the many 
keen-minded merchants one finds the 
country over. In the Gernack Boot 
Shop I caught Mr. Gernack in the 
interesting act of surveying his 
stock. As he worked along he talked 
thus: “A shoe stock is like a poker 
hand: if the hand is good you win 
easily. Don’t holler, however, if you 
are caught with a bad hand. Try to 
be careful the next time. 

“Just as a good player will take an 
ordinary hand and convert it into a 
winning hand, so a good merchan- 
diser will make money on a fair lot 
of shoes. Costly experience has 
proven the necessity of an always 
fresh stock, as I have found it does 
not pay to allow any shoe to stay on 
the shelf for any length of time, 


one year being the dead line. This 
ruling applies to the so-called staples, 
as well as it does to the known short 
lived ones. 

“A corking good answer came 
in response to ‘What’s your 
method of cleaning house?’ 
Holding merchandise never 
made money for anyone. If 
price won’t sell them, charity 
will take them. The first cut 
must be deep enough so that 
the public will fully realize 
you mean business. Our first 
price is $4.85; this calls for two 
newspaper ads. Then the next 
price reduction is to $3.95, 
which only warrants one shot 
in the daily press. The third cut 
is to $2.95. Like the little dog 
who went to the cupboard, he 
gets none. For the same rea- 
son, too, the profit cupboard is 


& 
oS 


bare. What is left goes out for 
$1 in an unadvertised sale that 
swamps us. Then the Sisters 
of Charity get a call to collect 
anything remaining.” 


* * * 


Friendliest Town in 
America 


HOLLAND, MicH.— (Where the Hol- 
land Shoe Co. is located). “We 
parked our car in front of the Good 
Friend Tavern, the leading hotel 
here. The clerk told us since we were 
out of town visitors it would be all 
right to leave the car there, although 
they have a parking place in the rear 
for their guests. The next morning 
we found the police had tagged us. 
Said tag was in the shape of a 
wooden shoe and said: ‘Welkom 


Making It Easy for Customer to Pay 





BIRMINGHAM, ALA. 
—A bank check fur- 
nished by Wheeler’s 
Cantilever Shoe Store 
for customers to fill 
out while they are in 


SALesman. 


1AM, ALA. 


name of the city. As 
a result, the check 


__192__ comes - back marked 





P’cacer or WHEELER'S CANTILEVER SHOE STORE $___ 
wane (INCORPORATED?) 


“No Funds,” while it 
would be perfectly 
good if drawn on the 
right bank. When 


NO PROTEST 


Do.vLars 





the store _ should 
prove interesting to 
many merchants on 
account of the rea- 
sons outlined by 


7 HAVE SUFFICIENT FUNOS IN THE BANK NAMED BELOW 
GUARANTEE THAT IT whe BE PAID WHEN PRESENTE! 


| ADDRESS___ 








Harry N. Wheeler. 


TO PAY THIS CHECK AND 
2 


te a 


the customer is 
pentane obliged to fill in all 
the details, circum- 
stances like this are 
not apt to happen. 








The main feature that 

would justify a store in going to the 
expense of having checks of this na- 
ture printed is that this method 
insures a customer making out a 
check on the correct bank. It is sel- 
dom that people carry blank checks 


around. Often they will pick up a 
check marked First National Bank 
of Birmingham, and make it out, 
while their funds wili be in the First 
National Bank of Gadsden. It sel- 
dom occurs to them to change the 


The. “No Protest” and 
“I have sufficient funds in the bank 
named below to pay this check and 
guarantee that it will be paid when 
presented,” is just a bluff, but it will 
scare away a number of “Insufficient 
Funds” being stamped on checks. 
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Vreemdelinger (Which means Wel- 
come Stranger) Holland Welcomes 
you and hopes you are enjoying your 
visit and will come again.’ This card 
entitles you to park as long as you 
please in Holland. Never mind the 
time limit. 

“On the reverse side was a nice 
boost of the town, and. was signed 
by the Mayor and the Chief of 
Police. No wonder they have a 
nice town. If more towns would do 
this it would create a better feeling 
among travelers generally.” 


* * * 


Linked with Elections 


BOOT AND SHOE RECORDER 


both of his six foot upstairs win- 
dows, he has a detachable box-like 
show case built of wall board that 
just fits in the space. This fixture is 
set in place nightly at the close of 
business and taken away the first 
thing in the morning. At nighttime, 
one looking at the building from 
across the street sees the effect of a 
brilliantly illuminated shoe display. 
Many extra sales, which are directly 
traceable to this showing, are made, 
and at a very small expense, too. 
* %* 


Files Best Sellers 


Los ANGELES. — Reposing in 
the right hand drawer of the 





—_ tees 


Gray's SHOE STORE 





» ~ 


Kansas Crry. Mo. 
reo) mass STMEET 


Vote for— 


Al Smith—Herb Hoover 
and Bostonians 


OSTONIAN 
B Shoes for Men S 


Are made especially for— 
Wet or Dry conditions. 


Sincerely. 
rT 


eg all 


P.S. Play sale—buy your new shoes NOW, 
} before making any bets. 





A Showman’s Own 


Candidate 


KANSAS CITY, Mo.—The big mo- 
mentous question of the Presidential 
campaign is easily solved by Spike 
Arnold, the fast thinker of Gray’s 
Shoe Store. It would take more than 
settling the major issue of the forth- 
coming election to stump Spike. It 
is to be noted he did it in a master- 
ful political manner by straddling 
the big noise and bringing his own 
pet platform to the front. There is 
a whole sermon in his “P. S.” as is 
usual in most of his copy. 


* * * 


Up-Stairs Publicity 


WASHINGTON, D. C.—Maurice P. 
King of the Cantilever Shop doped 
out a good way of advertising his 
second floor location. It is so simple 
and effective that it might be easily 
used by other stores so located. In 


desk of Frank H. Bush of 
| Wetherby-Kayser is a tremend- 
| ous loose leaf file in which are 
| placed drawings of shoes that 
have been both volume as well as 
profit-making numbers. This 
book is constantly referred to for 
information. Frequently shoes 
bought in the past are revived, 
employing a new treatment, but 
utilizing a popular idea. 


* * * 


Every Kid Gets Toy 


SAN FRANCISCO.—The Phila- 
delphia Shoe Co. gives every 
child entering its store a toy, re- 
| gardless whether they buy shoes 
| or not. Al. Katchinsky says this 
| good custom has been in vogue 
| since 1881 when it was inaugur- 
ated by his father soon after the 
store was founded. 


* * * 


Extra Show Cases in Town 


FLINT, MicH.—Shoe sales in the 
Smith-Bridgeman Co. have _ been 
materially increasing since the in- 
stallation of shoe cases in the restau- 
rants of some of the big automobile 
factories. Shoe show cases showing 
a few samples of snappy numbers, 
placed in popular beauty parlors, also 
proved to be good business getters. 
Interest is maintained by changing 
the displays every few days. Man- 
ager Robertson confides it is not so 
much the paying for the privilege as 
it is in getting in the good graces of 
someone in the respective organiza- 


tions. 
* * * 


HAVE A LAUGH OR TWO 
He—Since Helen married she has 
stopped wearing high heels; her hus- 
band disapproves of them. 
She—I always said she would lower 
herself by marrying that man.— 
Sample Case. 


45 






A Poem by a Customer 


LITTLE Rock, ARK.—A pleased 
customer of the Kinney store 
showed his appreciation of the good 
shoes and good service the store fur- 
nished him by writing the following 
poem: 


“There are old feet and young feet, 
“Little feet and great, 

“Pretty feet and homely feet, 
“And feet that do not mate. 


“There are tender feet and tough 
feet, 
“Narrow feet and wide, 
“Short feet and long feet, 
“And feet you'd like to hide, 


“It is quite a feat to cover feet 
“In. style and comfort too, 

“Tf this is what you're after 
“T’ll tell you what to do. 


“Just take your feet to Kinney’s 
“And fit them with his shoes 

“And your corns will never bother 
“And you'll never have the blues.” 


The local manager thought so 
much of this that he had it printed 
on the back of his business cards. 


* * * 


See ’"Em—and Buy 





Open-Face Stock Rack 


In the medium grade department 
of a Michigan retail shoe store the 
manager made it easy for his cus- 
tomers to examine shoes on sale by 
employing the all-steel, rolling dis- 
play rack, illustrated on this page. 

For basement departments in large 
stores carrying many lines of mer- 
chandise and for the convenience of 
many merchants in the _ smaller 
cities, this portable display stand is 


‘exceedingly practical. 
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How @YTYLE & (OREATED 


By Madame Hamilton Jeffries 


was much impressed by the few thoughts and 
ideas which were employed as the keynote of a 
successful! collection. 

At one very popular boottiere I noticed this above 
shoe on the table as a master key. The style creator 
told me he always employed one key shoe, and from 
this he developed innumerable models for export. He 
said that it was not important to have many ideas in 
the head, but he found his most successful shoes came 
from one definite thought which he moved around on 
the shoe. 

“For example,” he said, “take the star fish motif, 
which a year ago was used only as an applique on the 
oxford. Today it is used as a very low side trim on 
the quarter line. I take this same thought to the 
pump. I first overlay it as a tip, and then I underlay 
it as a center trim just below the line of the buckle. 

“If this is successful, as I think it will be, later on 
I will take it into the one strap side line, spreading it 
out a bit and making it longer, or using it just in the 


I N selecting a few shoes here and there in Paris, I 


opposite direction, incorporating it in a diamond. 
The Frenchman concentrates on one definite thought 
and from this he builds. Although the chevron pat- 
tern has been employed for the past two seasons, it 
finds itself very useful in the employment of buckles, 
in hat tuckings, in side drapes for dresses and is ncw 
being used by Perugia and other shoe creators ii 
France for bandings and side trims on the quarter. 


N dresses watch the silhouette. A restrained lad) 
like tendency predominates and a feeling for long 
lines makes skirt noticeably longer and waistlines 
higher but never exaggeratedly so. Graceful asymmetry 
and frequent unexpected fullness with hips that ar 
tightly swathed by yoked skirts, flying panels or vary- 
ing lengths often overlapping each other and a definite 
backward movement of the entire silhouette stressed 
also by flying scarfs, streamers, gathered fullness. 


-panels and greater length of skirt are al] importan' 


factors for coats as well as dresses. 
The materials. Tweeds, followed by kashas an 








nd. 
rht 
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combined with jerseys, hand knitted or hand crocheted 
sweaters predominate the world of sport. Fantasy 
feather weight woolens, cashmeres, wool velour, 
broadcloths and fur fabrics are best for tailor mades 
and morning wear. Heavy silk crepes, an abundance 
of plain and printed silk velvets, reversible satins, 
velveteens, corduroys and panne velvets are employed 
abundantly for afternoon hours. For evening, wheth- 
er it be for dinner, opera or the most formal ball, 
there will be all-over silk laces and quantities of lux- 
uriously embroidered tulle and chiffon. 


HE colors. The outstanding features of color is its 

subdued characteristic. Nothing that is loud or 
gaudy is permitted. For daytime and evening clothes 
there is a large choice of color but a few absolutely 
new colors are stressed, as for example, the light and 
dark slate blues of Patou, the tobacco and Havana 
browns; there are also greens from the deepest bottle 
to the light roseda, subdued reds showing much 
brown, prune color and black, which is seen as a 
prominent feature of almost every collection. Black 
also holds the lead for formal evening clothes, but, in 
addition, there is a lovely ivory, a chair which is the 
color of the beautiful woman’s skin and many shim- 
mering silver effects. These latter are prophesied to 
become extremely popular. 

The furs. Fortune favors beaver 
above all for sports wear, otherwise 
all varieties of flat furs such as cara- 
cul in any shade, shaved lamb, astra- 
kan and, of course, all furs de luxe, 
especially broadtail, ermine and 
mink. Foxes dyed to match the color 
of the garment they trim, are strong- 
ly recommended. 

Not to be forgotten is the 
fact that the belt is an essential] 
part of the dress or coat, some- 
times made of the same mate- 
rial as the garment and often 
made of leather, and above all, 
the ensemble must be always of 
prime importance in every cos- 
tume. 

This season promises a great 
variety of pumps. The new line 
has entirely disappeared, giving 
place to the high side line. Pipings, inlays and sten- 
ciled saddles are accentuating speed linings to the 
quarter. Important enamel and Japan buckles are 
carrying out these themes. The Parisienne bootteier 
is devoting many patterns to collars of narrow con- 
trasting colors, pinkings and double perforations. 


XFORDS, while on mannish lines, have no weight 

in appearance. Smart heels and clever trims featur- 
ing caps and short tips are the accent lines for the 
oxford. Straps may be straight, asmyetric or T strap 
motifs. In Paris the strappings are very slender, 
giving attention to subtle blendings of beige, grey, 
green and frosted leathers. 

Evening satins are featured with the gold and silver 
kids as are velvets, brocades, moires and flambeaus. 
These leathers are carried into the heel or the jeweled 
heels take the same colorings as the leathers. The 
new ideas of the spans and shoulder straps for gowns 
are quite new in the French market. Because of the 
peacock silhouette and the back dip of the hem line 
it is anticipated that spans and jeweled saddles will 
be very smart for the coming winter. 
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BLACK + WHITE 


oming 


[CONTINUED FROM PAGE 38] 


the fall collections recently shown in Paris. The first 
houses with a significant American clientele were im- 
pressive by the position given to black and white. 

Ensembles for spring and early summer wear are an- 
ticipated in black and white combinations. The black 
and white two piece town suit, styling a small black 
hat, is smartly combined with a black and white two 
eyelet or oxford daytime shoe. 

White buck or suede, with the complements of black 
calf or kid, are anticipated for the walking shoe. Also, 
white calf with black perforated bandings should be the 
universal walking shoe. This, however, is also shown 
with Stroller Tan combinations. 

Tweed ensembles in black ground feature the white 
nobby overtones, the blouse being of white fancy weave 
jerseys or angora. As these ensembles are cut with a 
loose skirt to the coat, the walking shoe is most impor- 
tant, and the all leather light weight heels are ad- 
vance stylings. 

In many ensembles the coat and skirt are of dull 
black, and for dressier wear the satin blouse with a 
high luster is worn. When the ensemble is on the 
sports line the white crepe blouse is employed with 
mannish bandings or metal buttons. Many of the 
blouses are attached to the skirt with modernistic 
cuts, inlays, which should be applicable in the vamp 
and quarter lines of the shoe. The blouse or Rodier 

or Jacquard cloths feature oblongs 
and diamonds in broken lines, and 
ine also double lightning lines. 

i, These motifs should be thoughts 
for styling shoes in quarter and 
/ vamp lines, and the buckles, which 

i) 4 are so important this year, in add- 
\ ) in a new color note. 


Follow the 
Leader 


[CONTINUED FROM PAGE 42] 


HE pioneer in alligator 

shoes for men, A. B. 
Young of Los Angeles, has 
scored leadership in men’s shoes by effective advertise- 
ments. 

Alligator cigar cases to match alligator shoes—this 
looks like a pretty good idea for the men’s trade. Al- 
ready cigarette lighters are covered with reptile skins. 
Let men match their smoking paraphernalia and their 
footwear. Add a pair of alligator slippers to complete 
the ensemble. 

Bags of leather to match shoes of leather is a regu- 
lar vanity in the world of women. It has rolled up the 
volume of sales for many a store. Maybe some enter- 
prising merchant can show men how to match their 
pocketbooks to their shoes, meaning, of course, an alli- 
gator pocketbook and alligator shoes. 
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PER CENT OF CROPS 
TED 


AVERAGE 
j 
| i 


} 
| j 


et R eady 


“PTEMBER and October are the important 
harvest months. The high peak comes about the 


second week of October. In these months, also, 
comes the greatest increase in demand for money and 
credit to harvest, warehouse, market and transport 
the agricultural crops. 

Right in line with the farm activity, expect an in- 
crease in activity in trade and industry for the sum- 
mer is past and the work of the autumn and holiday 
season is getting under way. America is such a di- 
versified agricultural country, with all sorts of cli- 
matic conditions, that it is well to consider the year- 
round marketing of crops. 

Colonel Leonard P. Ayres, Vice-President of The 
Cleveland Trust Company, is our authority for the 
diagram shown above, and he explains it as follows: 


*¢ WN the diagram the shaded portion shows how very 

uneven the different months of the year are in the 
matter of the money value of the crops ordinarily 
marketed. If we consider the value of the crops sent 


ff 
/ 


ge “FARMER o Dollars 


to market in the average of all the months of 1923, 
and 1924, and 1925 as being equal to 100, the diagram 
shows that the marketing that goes on during the 
spring months falls far below that 100 level, whil: 


that of the autumn months rises far’ above it. Th« 
diagram is based on the records of the eight years 
from 1920 through 1927, and the data are from th 
Bureau of the Census.” 


ERE is a consideration of the farm problem from 

a different viewpoint: If the farm now is a “mod: 
of living,” except some modern ideas to enter. Eight 
hundred thousand people, gainfully occupied in agri- 
culture, abandon the hoe and plow and go into new 
jobs. 
The one-third of our population who continue to 
live and work on the farm are keeping pace, step by 
step, with footwear of the cities. Sharp definition of 
work and dress shoes has disappeared. Is the town 
and city store getting the customers away from the 
cross-roads? The farmer’s dollar is not alone a 
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“harvest dollar,” for we show it is more constantly in 
circulation than ever before. 


N a study of the position of the farmer, made by 

T. N. Carver, Professor of Political Economy at Har- 
vard, we see several indications pointing to a lessen- 
ing in demand for typical farm footwear, and an in- 
crease in what might be termed city and town foot- 
wear. Professor Carver says: 


ee HE American demand for the great staple food 

products, such as wheat, corn, beef and pork, does 
not expand rapidly, for the excellent reason that the 
capacity of the human stomach is limited. As in- 
comes increase, the surplus is spent for other things 
than increased quantities of food. For some of these 
other things—especially for sources of amusement— 
the demand seems practically unlimited, and surplus 
spending money is spent on these things rather than 
on the necessaries. 


¢t 7 TERY little more food, measured in physical terms, 

is bought by the rich than by the poor, by work- 
ers who receive high, than by workers who receive low 
wages. A little more may be spent for quality and 
flavor even though no more is spent for bulk and 
nourishment. This provides a slightly expanding 
ywarket for the finer fruits and vegetables, but not for 
the great staple crops. It does not furnish much re- 
lief for our farmers for two reasons. First, our 
people are less inclined to seek the pleasures of the 
palate than the joys of action. Consequently, they 
are more likely to spend their surplus for automo- 
hiles, sports, or active amusements than for gastro- 
nomic delicacies. Second, such demand as there is 
for gastronomic delicacies tends to be supplied from 
tropical and semi-tropical regions. 


ee HE conclusion that our farm population will con- 

tinue to decrease relatively is based in part upon 
another assumption. The assumption is that farming 
shall continue to be regarded as an industry rather. 
than a means of subsistence. If it continues to be 
regarded as an industry, farmers will continue to 
equip themselves with larger and more efficient im- 
plements and machines in order to increase the prod- 
uct per man more and more. This will mean, as 
stated above, that fewer and fewer men will be needed 
on the farms to provide food and clothing materials. 


crrE 

ceases to be 
an industry and 
becomes a means 
of subsistence, as 
it is in certain old 
and overcrowded 


farming 


- 


i 
. 


CHANGES in SHOE SPRODUCTION 


In Six Months, January to June, 1928 
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ee BVIOUSLY, this way of farming is an inefficient 
use of manpower. The product per unit of labor 
is small. It would be a misfortune to adopt it in this 
country, and it will not be adopted unless our farm 
people undergo a complete mental revolution. They 
are likely to plan their farming operations more and 
more with a view to saving labor or to increasing the 
product per man—which means the same thing. 


ce 7 T must be remembered that the typical American 

farmer is the farmer who works his own farm 
either as an owner or as a renter. He is not a mere 
owner of farm land who hires his work done. When we 
are casting about for something to do for the farmer, 
we must have the working farmer in mind and not the 
non-working owner of farm land, who is not, properly 
speaking, a farmer at all.” 


New WINTER (Colors 
[CONTINUED FROM PAGE 39 | 


pletely with the blue in dresses as to make it a perma- 
nent shoe color for seasons to come. The collegiate 
interest in blue will, therefore, be watched, for if it 
finds acceptance with the younger set, it has possibili- 
ties nationally. 

The newest introduction of color is the very dark 
green. This is a speculative color and depends upon 
early fall acceptance for its further development. Some 
of the outstanding new shoes of the coming season have 
a black base, the combination being black-red; black- 
blue; black-green, to catch some color scheme in the 
costume. These all have a bearing on the early collegi- 
ate interest in the darker shades for fall. 

The shoe trade, after testing in every way possible 
this darker movement, awaits the early fall acceptance 
by the collegiate field. One of the reasons for the sharp 
and effective clearance of shoes this season has been 
the fear that old numbers can not hold over, and their 
colors are out of register with the new dress scheme. 

There are indications of a new note in style that com- 
plicates the picture for fall, particularly in high grade 
shoes. It might be termed “individualized footwear.” 
Each woman wants something rather exclusive in foot- 
wear, other than orthopedic and comfort types of shoes. 
For high style afternoon and evening footwear she 
wants a shoe that 
isn’t conspicuous- 
ly on every other 
woman’s’ feet— 
particularly _ ser- 
vant girls. 

This change is 








and color of the 


j f 

i i 

j ( 
: . j Pairs Pairs f well 
countsies, —— j Jan.-June Jan.-June Difference in Pairs Per ) acc. 4 Po b ‘Fa t 
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Display Sells 





Wall Cases 


URING the twenty years M. J. Cox was con- 
D nected with the National Cash Register Co. 

his job was to tell the other fellow how a re- 
tail business should be conducted. Then came the 
question “Can I practice what I preach?” 

In casting around for the most tricky business of all 
to enter, the retailing of shoes was selected as best 
filling the bill, and an amazing business has been built 
up in the agricultural community of Bloomington, IIl., 
in a few months. 

There are two interesting angles which contribute 
largely to the reason why the Cox store is not out to 
fight the chains, the mail order houses or the local mer- 
chants, and the average shoe store shows boxes and 
hides shoes. 

“We,” said Mr. Cox, “reverse that procedure by hid- 
ing the boxes and showing the shoes.” 


O take these up in a bit more detail. Mr. Cox says: 

“I go in for quality, service and courtesy. Ex- 
perience has taught me the fallacy of attempting to 
build a successful business in a small town on the 
‘volume by price’ method. Every man in the Cox store 
knows the correct way to greet, meet and handle cus- 
tomers in a satisfactory manner.” 

So many shoe stores in farming communities have 
admired the parlor effects of the big cities, but have 
been afraid to try them out in their own town. The 
Cox experiment has proved that stores of this type 
will not drive the trade away. They will attract. Per- 
haps this phrase best expresses it: 


eMore Shoes 


Showing the Shoes in I]]uminated Interior 
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“Our store is formal, but the atmosphere of the 
salespeople is very informal. It is surprising the 
number of farmers one will see in the store any day 
wearing their overalls. Work shoes for men and 
dress shoes for women can be sold right in a store of 
this character, provided the attitude of the owner is 
in harmony.” 


F the several unusual features this store presents, 

the alcove interior show windows are perhaps 
the most interesting. These are 18 in. deep and are 
not glassed, so that while the shoes are always on 
display, they also may be handled. Under these cases 
are the wrapping tables, the handles of the drawers 
showing in the picture. These drawers are always 
kept closed. 

A wine red carpet completely covers the floor and 
the stairway to the basement children’s department. 
The rough plaster on the walls is a deep cream, col- 
ored with gold and brown. Down below the cash 
register is a red davenport. The chairs are solid 
walnut with blue cushions and brass tacks. All the 
lighting fixtures have the new pewter finish. Wooden 
swing gates open into the rear stock room. Full 
vision double action mirror doors allow the customers 
to see how the shoes match the costume. These doors 
enter into the side stock rooms, as the wall of the 
store interior is five and a half feet from the wall of 


the room. 












Cofyst the touch 
that makes the 
jine shoe + « : 


FINER 


The waxed end, the boar bristle, the 
wood peg—the quarter lining of 
leather—have alike given way to 
modern materials, modern methods, 
, workmanship. 


bh \ 
\ 


Pm . 


KEMISUEDE 


THE IDEAL QUARTER LINING 
Tt nevet chafed a slo ching! 





‘_agnd the Ouarter Lining 


An extremely good-looking job 
Permits finest craftsmanship 


Non-staining 
Non-chafing 
Longer wearing 
These attributes have won unprece- 


dented approval for Kemisuede, the 


new and revolutionary quarter lining, 
already built into hundreds of thou- 
sands of men’s, of women’s and of 


children’s shoes. 


SHOE PRODUCTS DIVISION 
The Seiberling Rubber Company, Akron, Ohio 
KEMISUEDE QUARTER LININGS 
BEARFOOT SOLES 
SEIBERLING HEELS 
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never chafed a stocking” 


Easily workable, Kemisuede cuts 
without waste. Hence, leading shoe 
manufacturers throughout America 
now charge no premium over 
the ordinary leather lining for 
Kemisuede, the ideal quarter lining 
of today : 








COft may be just the 
little point that + ° 
makes the difference 


and the SALE aa 


Box, inner sole, welt, outer sole, heel, counter— 








quarter lining—here indeed are the foundations upon 





which shoe durability and satisfaction are built. 





To the salesman, facing the customer, the quarter 





lining of Kemisuede is one more powerful asset 





one more reason for utmost confidence in the satis- 






faction which his merchandise will yield. 











THE IDEAL QUARTER LINING 
St nevet chafed a stocking! 
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When A.E. Nettleton Co. 
buy Sport Leathers 







“The Buckminster” 


All Tan Elk Sport Oxford 
by A. BD. Nettleton Co., 
Syracuse, N. Y. Kin Kin 
Veal No. 2 Paris Cinna- 


mon. 
In Stock No. 083. 











RUEPINGS lil GIN 


Rueping’s KIN KIN leather is selected by A. E. Nettleton Co. for their fine sport 
footwear because of its soft mellow qualities that assure the most comfort and satis- 





faction under the most severe usage. 


Other leading manufacturers of both men’s and women’s sport footwear . . . as 
well as children’s shoes select this fine leather for their best shoes . . . certain that 
the consumer will find in them the greatest degree of service and comfort. 


Specify Rueping’s KIN KIN to your manufacturer. 


X Sy 
a 


nar vena] 
romp Ov Lae weer] 


The Fred Rueping. Leather Co. 


FOND DU LAC, WISCONSIN 


BOSTON CHICAGO CINCINNATI MILWAUKEE ROCHESTER SAN FRANCISCO 
MONTREAL ST. LOUIS NEW YORK NORTHAMPTON, ENGLAND 
PARIS, FRANCE MILAN, ITALY FRANKFURT, GERMANY 


>RUEPING LEATHERS ; 








BOOT AND SHOE RECORDER September 8, 1928 


56 


The Easiest Way 


to make a Customer! 


T’S good to see new faces in your store. ditions of expert shoe making. Arch Form 
But it’s better to find the old familiar faces shoes happily combine the perfect fit and 
coming back, and coming back again. Then smart styles now so much in demand. 


you re on a permanent basis. 
Then you have the kind of re- 
peat business built by progres- 
sive merchants who concen- 
trate on Arch Form by Queen 
Quality. 

For here is an arch feature 
shoe (in rigid or flexible 
shank) that once demon- 
strated and once worn is per- 
manently sold. It is repeat 
business. It has an identity. 


Queen Quality Arch Form 
shoes are built on scientific 
principles by master crafts- 
men trained in the finest tra- 


MODE ONE-STRAP 
(Firm shank) 
224—Patent Leather 
223—Black Kid 
497—Spanish Brown Kid 
In Stock Boston—AAA-C 








A 
CHALLENGE 


Figure out the volume you are 
now doing on arch feature shoes. 
Then let us send you a selection 
of Arch Form shoes. Concen- 
trate on them—use the display 
and direct mail material we sup- 
ply for the asking. You'll increase 


your sales. 


Outstanding Features of 
Arch Form Shoes 


. Combination lasts. 

. Narrow heel—assures fit. 

. Wide tread—provides comfort. 
. Snug-fitting arch. 

. Scientific straight inside heel. 
. Three point bearing. 

. Smart style with comfort. 

















Leading merchants recognize 
that arch feature shoes repre- 
sent an increasing market. 


Women in every walk of life 
—business women, school 
teachers, nurses, the house- 
wife—all are ready-to-hand 
customers for stylish arch fea- 


ture shoes. 


You can get an increasing 
share of this volume. Go 
after it now and let the pull- 
ing power of the famous 
Queen Quality trademark 
help you make customers. 


MAYBROOK TIE 
(Flexible shank) 

661—Black Suede Calf 
4008—Spanish Brown Suede Calf 

In Stock Boston only—AAA-D 
2183—Patent Leather 
2187—Black Kid 

In Stock Boston & New York— 

AA 


THOMAS G. PLANT CORPORATION, BOSTON 


IN-STOCK CENTERS: 


NEW YORK 


BOSTON 


ATLANTA 





September 8, 1928 


WHo’s WHO 


A territory is a business. What you do with it; 
what you make of it—is entirely up to you. You 
are the one who makes it pay dividends and who 
runs up the book value of the stock. 


Hugh M. Crull, General Sales Manager of the F. Mayer 
Shoe Co. says, and cites the following: 


FAVORABLE BUSINESS FACTORS FOR FALL 


Steel demand in August continues at rapid rate. 
Bank debits—7 per cent greater than a year ago. 
Automobiles—buying, holding well abowe same period 


of last year. 


Crop situation excellent in all parts of the country. 
Wheat crop estimated 30 per cent larger than last year. 
Oat crop estimated 12 per cent larger than last year. 
Potato crop estimated 20 per cent larger than last year. 
Barley crop estimated 76 per cent larger than last year. 


Cotton crop looks excellent. 


Summary: Business in almost all lines will exceed 1927 


figures. 


M. PROSSER, who for a number 
¢ of years traveled for the Thom- 
son-Crooker Shoe Co. as special sales 
representative, and who for the past 
two years was a director of the Boyd- 
Welsh Shoe Co., doing sales promotion 
work for them, now represents Dunn 
& McCarthy, of Auburn and Bingham- 
ton, N. Y., and will assist Buford H. 
Jones in the sales boosting of the Enna 
Jettick line. 


ALES MANAGER R. A. LONG- 

MORE left the Joseph M. Herman 
Shoe Co.’s Millis, Mass., factory on Aug. 
30 with the Eastern and Southern men. 
Mr. Longmore had completed a_ five 
weeks’ Western trip only a few weeks 
before starting off on his Eastern Coast 
journey. He will cover the East and 
South intensively and will remain in 
that fiéld until the first of the year. 
Mr. Longmore reported that he found 
conditions in the West very satisfac- 
tory for the mid-summer months. 
Frank J. Hogan, one of the directors 
of Joseph M. Herman Shoe Co., is on 
the Pacific Coast. President Solomon 
J. Barnet has been spending the sum- 
mer in Europe. 


DWARD W. HUGHES, JR., is now 
associated with Dodge Brothers, 
Inc., of Newburyport, Mass., and will 
carry the line of this house through 
the southern States, in conjunction 
with that of the Geo. W. Baker Shoe 


Co. 


OHN F. AHEARN of Brockton, 

Mass., sells manufacturers’ supplies 
to the factories. His concern is the 
J. F. Ahearn Co., with headquarters 
at 47 Ward Street, Brockton. John 
is a thorough shoeman, having worked 
at the bench, and knowing every detail 
of shoe construction. He was formerly 
for several years representing the S. 
M. Supplies Co. 


OHN BATES, upper leather sales- 

man, formerly connected with the 
sales staffs of some of the most promi- 
nent upper leather tanners of New 
England for more than 20 years, is 
now associated with the Boston sales 
force of the Barnet Leather Co., Little 
Falls, N. Y. 


EORGE H. FERGUSON covers 

western territory for Strout, Strit- 
ter & Co., of Lynn, Mass. He sells 
chain and department stores, and the 
big retail shoe trade; also jobbers in 
certain sections. Mr. Ferguson was 
connected with A. M. Creighton for a 
number of years. He states that he 
finds black and brown suedes with 
dainty trims selling well; also that vel- 
vets are big sellers. He says that a 
popular velvet number is a black vel- 
vet step-in with beaded motif on front 
flap. He also finds that brown kid step- 
ins with fancy front apron and throat 
trim are popular sellers. Among his 
new numbers is a fishskin called sea 
leopard. 
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RAVELING shoe salesmen are re- 

porting that business is on the up- 
grade and that trade prospects for fall 
and winter are good. In similar vein, 
Director Francis J. O’Donnell of the 
Joseph M. Herman Shoe Co., recently 
replied when asked by a RECORDER rep- 
resentative about business conditions: 
“It looks as though we were facing six 
or seven months of very good business, 
judging from orders that have already 
come to hand in August,” said Mr. 
O’Donnell. “The prices of leather are 
affecting the volume of individual or- 
ders, but the large number of orders 
which were originally booked for Octo- 
ber delivery and which are now being 
demanded for at-once shipment, indi- 
cate that dealers’ stocks are not heavy, 
and while in some cases buying will 
not be as extensive as previously, in 
some instances; yet in the aggregate 
the total volume will be at least normal, 


AM BORENSTEIN, who was for- 

merly connected with the I. M. Kap- 
lan Co., has joined the sales staff of 
the Kirstein Leather Co. He will cover 
New England territory with the Kir- 
stein line of fancy and reptilian grain 
leathers, in addition to a line of patent 
calf and suede. 


oO. W. Launer E. Casey Jones 


ERE are two of the prominent 
shoe travelers from the Pacific 
Coast. O. W. Launer, or Ot Launer, 
as he is known to his big circle of 
friends in the trade, represents Jo- 
hansen Bros. Shoe Co. of St. Louis, 
Mo., with headquarters at the Hay- 
ward Hotel, Los Angeles, and residence 
at 119 South Edgemont Street, in the 
same city. 
E. Casey Jones represents the Hol- 
land Shoe Co. of Holland, Mich. 
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FOR INFANTS, CHILDREN, 
MISSES AND GROWING GIRLS 


SHOES OXFORDS AND STRAPS 














Dont Lose 
Your Equilibrium 

















T 
When merchants handling good grades switch to lower priced th 
lines they’re getting into a new field—with new problems—and ti 
° 24 ee ° . . : vi 
against competition that’s deadlier than having an occasional cus- a 
tomer walk out because your price is too high. as 
7 - , : in 
Price competition has never built a stable shoe business for a fo 
quality store. But it has influenced many merchants to grade is 
down with disastrous results. - 
1 
Bi 
. . ‘ ho 
tic to ua ity me 
ow fo} 
‘ - ; ‘ ’ = the 
And get exclusiveness! Exclusiveness—being different—distinc- 
tive—is the most powerful factor in modern shoe merchandising. 
Have something the other fellow hasn’t got! Offer the mothers A 
and children shoes with health and comfort features not obtainable les 
elsewhere. Thus you'll make your business as near competition- = 





proof as possible. 






Pied Pipers offer an exclusive merchandising proposition that 
has never been approached in the children’s shoe business. Shoes 
made differently, with patented features. Backed by a far-reach- 
ing advertising, merchandising and selling policy which actually 
brings in customers where other methods fail. 










Good rated merchants are invited to write for details. 


Marathon Shoe Co) 


WAUSAU - - WISCONSIN 
New York Office 
Room 607, Marbridge Bldg. 
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Earl Moore, 
who_ represents 
the W. B. Coon 
Co. in the Middle 
West, left the 
south shore of 
Massachus- 
etts, where he 
had been vaca- 
tioning at his 
summer head- 
quarters, Cohas- 
set, right after 
Labor Day, and 
will be out on the 
road for a few 
weeks doing some 
“missionary” work and booking “fill- 
ins.” His regular fall trip, Mr. Moore 
reports, was finished on Aug. 1, giving 
him a month in which to play and 
“rest-up” for the balance of the 1928- 
1929 selling campaign. Earl is a 
Massachusetts’ boy, with Whitman, 
Mass., as his “old home town.” He 
has been covering the Middle West for 
the past six years. He is a member 
of the Indiana Shoe Travelers’ Asso- 
ciation, and was one of the founders, 
and charter members, of the Buffalo 
Shoe Travelers Association, He says 
that ties are the best-selling patterns, 
and that dark brown kid is a strong 
number; the big demand, he says, is 


on 14/8 Cuban heels. 
E; H. CUSHING, formerly secretary 
* for the past 20 years of the 
Thomson-Crooker Shoe Co., and one of 
the splendid cooperators in that affilia- 
tion with Buford H. Jones, the former 
vice-president of the Thomson-Crook- 
er organization, is now working just 
as intensively as ever with Mr. Jones 
in the latter’s sales advisory capacity 
for Dunn & McCarthy. Mr. Cushing 
is covering Connecticut and Rhode 
Island with the Enna Jettick line of 
Dunn & McCarthy of Auburn and 
Binghamton, N. Y. Ed Cushing has a 
host of friends among the retail shoe 
merchants of those States, through his 
former handling of the house trade at 
the Thomson-Crooker factory. 


Earl Moore 


A. CURTIS, who is in full charge 
* of the selling force of the Peer- 
less City Shoe Co., a unit of the Irv- 
ing Drew Co., left Portsmouth the 
latter part of August for a personal 
visit to some of the largest buyers in 
the country, for the purpose of show- 
ing them the new line of samples for 
the East. Mr. Curtis planned to spend 
most of his time in Washington, Balti- 
more, Philadelphia, New York and New 
England. He writes to the RECORDER: 
“This Peerless line of Littleways con- 
centrates on the latest styles for make- 
up in four weeks’ time. In addition we 
are placing in stock for delivery ap- 
proximately Sept. 15 about 30 shoes, 
and will continually add to this stock 
line’s fast-sterning patterns. 


‘A. HAZLETON, a thorough shoe 
44 man, with years of exverience in 
the making, stvling and selling of wo- 


men’s shoes. has been affiliated with 
Strout, Stritter since they started in 
business about 15 years ago. They 
were then a small jobbing house. Mr. 
Hazleton did all of the selling of their 
product and was one of the builders of 
this concern to its present large pro- 


portions. Mr. Hazleton travels very lit- 
tle now, yet, he says, he is always very 
much interested in the traveling shoe 
salesman. He spends most of his time 
at the factory, as style and service 
man, or at the new Boston office of 
the concern in the Statler Building. 
Mr. Hazleton has not only been a 
manufacturer of shoes, but was vice- 
president and general manager of the 
old National Shoe Makers of Lewiston, 
Me. Besides the Statler Building, Bos- 
ton office, Strout, Stritter & Co. also 
have an office in the Marbridge Build- 
ing, New York. 


M J. MINUS, sales manager for the 
e Lantico sole and heel division of 
the F. C. Donovan Co., Boston, covers 
the manufacturing trade of New Eng- 
land for his house. He also plans to 
make a country-wide trip with his 
salesmen in the near future. Mr. Mi- 
nus reports that the prospects for fall 
and winter business on the Lantico 
proposition are bright. 





THE TRAVELING MAN 


Sent in by Joe Rice, hustling 
New England salesman for the 
Harrison Shoe Company, Boston. 
B. Clark, Manager. Sales- 
man Rice stated that the poem ap- 
pealed to him and when he saw it 
in the office of a hotel in Spring- 
field, Mass., and he felt that it 
would “hit the right spot with a 
good many other traveling men.” 
The author is unknown. 


He packs his grip in the too early 
morn, 

Catches a train in the face of a 
storm, 

Sleeps in an upper without kick 
or frown, 

Gets up at daybreak to make the 
next town. 


* . * * + * * * * 





Never complains, but makes town 
after town, 

Always smiling, 
frown; 

Away from his loved ones, baby 
and wife, 

You said it, my boy, it’s a peach 
of a life! 

+ +. * * a 


with never a 


. * * * 


Jumps out and hustles, calls on 
the trade; 

Tickled to death with every sale 
made. 

Everyone likes him, this over- 

grown boy, 

presence brings 

sunshine and joy. 


So, through his life, he makes trip 
after trip; 

Always smiling, this knight of the 
grip. 

No matter how blue or how 
homesick he feels, 

He’ll tell you of gladness with 
never a squeal. 


When life’s trip is over, and the 
journey all ended, 

’Twill be “Come in, son, you’re 
well recommended. 

You had hell on earth, but that is 
all past, 

Forever be joyful, you’ve earned 
rest at last.” 


His gladness, 
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In connection 
with the recent 
election of Wil- 
liam L. Donovan, 
as vice-president 
of The Helmholz 
Shoe Mfg. Co., 
Cudahy, Wis., 
Walter Morse, ac- 
tively identified 
with the Milwau- 
kee shoe trade, is 
now a member of 
the Helmholz or- 
ganization, han- 
dling sales mat- 
ters at head- 
quarters. The 
steadily increas- 
ing volume of 
business with larger accounts is 
requiring the added attention Messrs. 
Helmholz and Donovan both at 
headquarters and in the field. For 
the past five years Mr. Morse has been 
connected with the sales department of 
The Simplex Shoe Mfg. Co., meeting 
buyers at the factory and assisting 
Manager Plass in the various sales ac- 
tivities. Prior to that connection he 
assisted Sales Manager Richard Sher- 
rington with the Schieffele branch of 
The United States Shoe Co., Cincinnati. 
Retail shoe merchants in the Central 
and Northwestern States are well ac- 
quainted with Mr. Morse by reason of 
the many visits he has made in com- 
pany with salesmen representing the 
Wisconsin and Ohio factories with 
which he has been identified, 


Walter Morse 


ARRY B. THOMAS, who is now 

covering the big trade of the 
Southland for Strout, Stritter & Co. 
of Lynn, with his new styles of wo- 
men’s shoes reports that he is having 
a very successful trip. He says that 
he is selling many patent leathers, sat- 
ins and brown kid shoes. Some of the 
attractive numbers in patent leather, 
he states, are being selected in step-in 
pumps with cut steel ornaments and 
bows, as well as some of the simpler 
numbers in straps; the medium heel as 
well as the high heel is selling, he says; 
other numbers on which Mr. Thomas 
reports a good business are fabrics in 
silk crepes, in brown and in other 
shades. Brown kid, with genuine lizard 
vamps, with little straps; black and 
blue lizard with modernistic trim on 
quarter, two straps and center buckle; 
also three tiny straps with center 
buckle, are good numbers, he says; also 
that brown and black suedes are sell- 
ing freely for fall. 


J. SCHWARTZ, formerly of the 

* Bond Shoe Co., is now covering 
Ohio and Kentucky, devoting his time 
exclusively to the new line of Peerless 
City Shoe Co.’s Littleways manufac- 
tured by The Irving Drew Co. Mr. 
Drew is married and lives in Columbus, 
Ohio. He was one of the Bond Shoe 
Co.’s best salesmen in the territory 
which he is now covering for his new 
connection, and is already booking 
some good busiess for the “Peerless” 
line. 


RCHIE KAPLAN of the Colonial 
Tanning Co. spent part of the week 
of Aug. 27 in St. Louis, calling on the 
trade with Benton Wilkins, the revre- 
sentative of the firm in that territory. 
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3 SEASONAL STYLES 
~ 1001 Black Kid. 14/8 covered heel. A, B, CG D. 
z 972 Patent. 13/8 covered heel. A, &, & BD. 7 00 
5 918 Patent. 14/8 rubber heel. AA, A, B,C, DB. 3.00 
“se 961 Patent. 13/8 rubber heel. A, 3: GB 3.85 
= 21 Black Kid. 614 inch top. 7/8 rubber heel. D, E, EE. 2.75 
$ 165 Black Kid. 14/8 rubber heel, combination , 
< BC, D. 3.25 
4 183 Black Kid. Grey leather lining. 13/8 sillied heel. 

ae 4 B, C, D, E. 2.75 

No. 918 z 54 Black Kid. 7/8 rubber heel. C,D,E,EE. 2.35 

b - 74 Black Kid. Grey leather lining. 12/8 rubber heel. ; 
£ B, C, D, E. 2.85 
z 608 Black Kid. 10/8 rubber heel. B, C, D, E. 2.75 
& 518 Black Kid. 14/8 rubber heel. Combination last. 
+ AA, A, B, C, D. 3.25 
, 3 73 Biack Kid. Grey leather lining. 12/8 rubber heel. 
} . D, E 2.85 
+ 190 Black Kid. 9/8 rubber heel. Grey leather lining, 
= D, E, EE. 2.60 
+ 182 Black Kid. 13/8 covered heel. A, B, Cc, DB, E. 2.75 
* 104 Black Kid. Blue lining. 11/8 baby Louis covered hee 
z= A. S, %, D. 2.85 
é 101 Black Kid. 7/8 leather heel. B, C, D, E. 1.85 
D4 103 Black Kid. Peach lining. 7/8 leather heel. B, C, D. 2.00 
£ 25 Black Kid. 7 inch top. 12/8 rubber heel. B, C, D, E. 3.40 
x Catalog of over 100 Constant Comfort 
+ Styles In-Stock—on request 
- Order from Auburn, Maine, or St. Louis, Missouri, whichever point is nearer 
£ —full lines of Constant Comforts carried in stock at both branches. 
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COMFORT | 


NOW IN STOCK 


Here are illustrated and described selections of Constant 
Comfort styles that meet the range of feminine demand for the 
fall season—from boudoirs to boots. 


oe 9 


oe, 


2, 
7? 


O°, 


oe, 


2, 
* 


oe, 


2, 
* 


oe. 


2, 
* 


o> 


2 
* 


o*, 


ti | 
oo. 2. D 
99 0900008, 


2, 2, 
* 


ee 
oe. p90 OO 00000, 


o 


%, 
* 


Pn Me 
OPO, 


°, 


oe, 


Every pair is standard Constant Comfort quality, matchless 
in their grade. 
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Every pair is a perfect fitter—of strictly high quality mate- 
rials and construction throughout—rigid-steel shank—Evans’ 
plump Ruby Kid—heavy soles—the famous “Seven Points of 
Merit.” 
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Wise merchants everywhere buy NOW for their next two 
months’ reasonable requirements, especially plenty of sizes and 
widths—then depend on our in-stock one-day service for needed 
sizings later. 
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Dealers know by years of experience that when inventory 
time comes, their Constant Comfort lines always show good 
profit. 
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Push Constant Comforts—and make money, with no losses. 
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ONSHOE COMPANY 
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“MAIDA” Special Process 


B-985—Genuine Amber 
Baby Alligator with 
Suede quarter to match. .86.00 


Medium Toe 


Special Process 
Black 


“MAIDA” 


B-975—Genuine 
Ligard with 
Suede quarter 

Medium Toe 


Goodyear Welt 

B-968—Genuine Amber 
Baby Alligator 

Medium Toe 


“ECHO” 
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“OSAGE” Special Process 


B-992—Genuine Brown 
Lizard with Brown Kid 
quarter to match 


Medium Toe 


MENIHAN’S 
IN STOCK 


IGHT numbers in Genuine Rep- 
tilian Materials, ready to be 
shipped on receipt of your order. 
Write—wire—or radio your order 


today. 


“BALZAR” Special Process 

B-908—Genuine Brown 
Baby Alligator with 
Brown Kid to match....$5.85 


Medium Round Toe 





Pittsburgh Office: 
Henry Hotel 
A. BA 
Detroit Office: Detroit-Leland 
Hotel 


lo 
Cc. G. SELLERS 





B ccccccccce 3% tOo8 


AAA coceeeeee + StO8 
C ccccccccccee eB tO8 


AA coceeee ee 4% tO8 

BD cccccccccree A tO8 

Twenty-five cents additional for orders of less than three pairs. 
Terms Net 30 Days. 


September 8, 1928 


STOCK 


“VERDELLE” 
Special Process 
B-848—Genuine Black 


quarter and heel 
Medium Toe 


“LUELLA” Special Process 


B-996—Genuine Brown 
Snake with Brownstone 
Kid quarter 15 


Medium Toe 


“CREST” Goodyear Welt 
B-932—Genuine Amber 
Baby Alligator 
Medium Toe 


New England Office: 
Draper Hotel 
Northampton, Mass. 
Elliott La Montagne 


Cleveland Office: 





1599 Union Trt Bldg. 
A. JENKS 





New York Office: 846 Mar- 
b Bldg. 
B. W. MOYLAN 
Les Angeles Office: 107 East 
Cc. E. VarDEGRIFT 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 
Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 


San Francisco Office: 
Plaza Hotel 
H. S. KUSHINS 


Chicago Office: Majestic Hotel 
F. J. SATEK 
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Columbus Retail Shoe Trade 


Made Big Gain ¢ Over Last Year Year 


Increase in a Ran 
5 to 15% Ahead of 1927; 
Showing of Fall Shoes 
Stimulates Business 


COLUMBUS, OHIO (UTPS)—Busi- | 


ness among the retailers of shoes in 
Columbus during the month of Au- 
gust was rather good, especially 
when the weather conditions are 
taken into consideration. In fact, 
a large majority of the shoe stores 
and shoe departments in the down- 
town section experienced a_ better 
business than during August of last 
year. The increase in business is 
variously estimated at 5 to 15 per 
cent. 

All of the stores are now showing 
their fall line of shoes and trade has 
been stimulated as a result. All of the 
clearance sales of late July and early 
August have been gotten out of the 
way and stocks are in excellent condi- 
tion for the fall season. 

Max Holmes of the Columbus Walk- 
Over Co. reports the fall line of shoes 
being shown by that concern attracting 
a good deal of attention. Showings 
are being made of brown kids, brown 
and black suedes and a number of com- 
binations. Patents are also selling 
well while reptile skins are being 
called for frequently. This company 
expects a good season in browns. 

Roy Foster, manager of the Colum- 
bus store of the Wise Co., is showing 
a large number of blue kids anl suedes 
which are selling briskly. Alligators 
are also selling well with reptile skins, 
especially lizards, also moving freely. 
Mr. Foster reports a tendency toward 
lower.heels. He said that a number 
which is composed of lizard and black 
suede has been practically cleaned out. 

J. C. Bell, manager of the Columbus 
Petot Store, revorts trade holding up 
quite briskly with brown suedes and 
kids the best feature. 


large numbers. Patents are still one 


of the staple leathers and many sales | 


of that tvve of footwear have been 
made recently. 

J. M. Armour, manager of the Chis- 
holm Shoe Co., reports sales about 50 
per cent ahead of last August. He is 
showing a complete fall line consisting 
of brown and blue kids and also brown 
suedes. He believes that the blue kids 
will be one of the best sellers. 


h He is also sell- | 
ing some brown velvets but not in | 





——— ——— 


They Want to Know 


Merchants ask us where to buy 
shoes and other store merchan- 
dise. In this space we list the 
following typical inquiries: 





H 1378 Wants men’s dress shoes to 
retail $5. 

H1379 Wants women’s shoes from 
stock, costing $3.60 to $4.75. 

H1380 Wants men’s welts to retail 
$5; growing girls’ welts to 
retail $5; these at not more | 

than $3.35 wholesale. | 

| | H1381 Wants women’s novelty 

|| shoes wholesaling $2.85 to | 

$3.50. 

| H1382 Wants women’s novelty 
shoes retailing $6 to $6.50, 
also swanky boots to retail 
at these prices. 

| H 1383 Wants line of flapper novel- | 

| ties, to retail $5 and $6 from 
stock. 

| H 1384 Wants hosiery $10 and $12 

} per dozen, also hosiery for 

| stout people. 

H1385 Wants women’s tan calf lace 
16-18 inch sport boots in A 
and AA widths. 

H 1386 Wants U. S. Army trench 
shoes from stock. 

H1387 Wants good grade growing 
girls’ shoes. 

Interested parties may have | 
names on request to Information | 
Department, Boot and Shoe Re- | 
corder, Chamber of Commerce | 
Building, 80 Federal Street, Bos- | 
ton, Mass. | 

| 





Cohen Takes Store 


MINERAL WELLS, TEX.—Saul Cohen, 
formerly a salesman with the Regent 


bankrupt Max Miller 
will operate it under the name of the 
Cinderella Shoe Store and Ready-to- 
Wear Shoppe. A popular priced line 
of women’s shoes will be carried, as 
well as ready-to- -wear, hosiery and mil- 


has been successfully concluded and 
the new fall stock was ready the mid- 
dle of this week. 





Cantilever Shop Moving 


Miami, FLia. (UTPS)—The Canti- 
| lever Shoe Company, now located at 
| 18 McAllister Arcade, is moving its 
| store. 
| shop will be in the same arcade, but 
a more desirable location—a few doors 
nearer the Flagler Street entrance. 
Prior to making the change a clear- 
| ance sale was conducted so as to re- 
| duce the stock as much as possible. 


li A -weeks’ bankruptcy sale | 
— re ates | | welt oxfords with the 


erchants a 


| still hold. 


shop in Amarillo, has taken over the | 
store here and | 


The new location of the retail | 








EVERY WEEK 


| | What Is Selling 


Around the Country 


Survey of One Hundred 
Shows Consumer Trend 


National 
Stores, 


The increased interest in men’s shoes 
is evidenced by the following survey 
made by the managing director of a 
hundred shoe stores, in his charge, 
selling men’s shoes at popular prices 
between $5 and $8. 

“As to what is selling in men’s shoes 
in our stores, beg to advise you that 
the square French toe is the leader. 
We also sell a great many brogue lasts, 
as well as English lasts. We enjoy a 
very good trade on the more conserva- 
tive lasts, too, this being a trade which 
we have had a great many years and 
But, of course, the majority 
of business done in our stores is on 
the lasts as mentioned above. 

“As to the outstanding patterns; it 
does not seem to be any one particular 
pattern that predominates, but at the 
present time stitching seems to be in 
favor over perforation. We, of course, 
are putting in new patterns all the 
time as you can readily see by looking 


into the windows of any one of our 
stores. 

“Black oxfords are selling very 
strong. Russia oxfords are a _ close 


second, followed by tan kid and black 
kid oxfords, and in the past seasons 
we have sold a great many sport ox- 
fords. 

“The percentage of sales in our 
stores on oxfords (by leathers) for the 
past season, is as follows: 

“Black calf oxfords, 42 per cent; 
Russia calf oxfords, 26 per cent; tan 
kid oxfords, 14 per cent; black kid and 
kangaroo oxfords, 12 per cent; and the 
balance, or 6 per cent, was spread be- 
tween sport oxfords, Scotch grain ox- 
fords and patent oxfords. 

“Regarding men’s high shoes; this 
is some of the trade we have had for 
a great many years and we still retail 
and sell these high shoes. As a matter 
of fact, last spring we sold 30 per cent 
high shoes and 70 per cent oxfords. 

“Also, for fall, we anticipate that 
there will be a very good sale on storm 
heavy sole, and 
on Scotch grain leathers we feel that 
there will be a very ready sale. 

“Also, black oxfords are still going 
strong, and it looks as though this fall 
would be another black oxford season.’ 


To Add Shoe Departments 


CHICAGO, ILL.—Shoe departments are 
to be added to the Maurice L. Roth- 
schild stores in Minneapolis and St. 
Paul, according to officials of the com- 
pany here. Shoes will be carried in 
both the basement and upstairs apparel 
departments. 
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These shoes and many other 
styles are carried in stock 


Party One Strap 
D U 361—Full Chrome Patent Strap infants’ and 
child’s sizes with Flexible Korry Krome _ soles. 
Misses’ and growing girls’ channelled and finished 
oak bend soles. Wedge heel on infants’, spring 
rubber heel on child’s, heel as shown on misses’ 


1 ee | ae eee 
2%-7, A, B, C and D widths...... 


LANCASTER SHOE CO., 








Wherever 
the news is read 
THERE YOU'LL FIND 


SKEEZIX 


The “Kartoon Kid”—to millions of men, women and 
children the word “Skeezix” means a lovable little 
boy. To this same multitude of buyers Skeezix 
Shoes for Children are rapidly coming to mean “real 
good shoes for real boys and girls who are hard on 
footwear.” 


Wherever we place a Skeezix franchise—we know 
one dealer in that town is going to get’the cream of 
the juvenile business. And he’ll do it with a long- 
profit line—Skeezix Shoes. 


Why not ask us to tell you more about the line and 
the way we help dealers to put it on the home-town 


map? 
LT 
Ww, 


Elizabethtown, Pa. 


Successors to W. A. WITHERS SHOE CoO. 
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Movies for Kids Help 
Boost Shoe Sales 


Columbus, Ohio (UTPS)— 
The children’s shoe depart- 
ment at the John M. Caren 
Co., of Columbus, managed by 
Charles W. Schafer, pulled a 
good advertising stunt recently 
when it gave four motion pic- 
ture shows for the benefit of 
the kiddies. The company had 
secured the showing of two 
films named “One Minute to 
Play,” featuring “Red” 
Grange, and “Babe Comes 
Home,” featuring “Babe” Ruth. 
These films were played at a 
downtown theater, the Majes- 
tic, and at three neighborhood 
houses. In all about 2500 
kiddies witnessed the perform- 
ances. Souvenirs were given 
and prizes were distributed at 
each performance. The prizes 
consisted of a Mama doll, 
archery set, baseball bat, base- 
ball and vanity cases. 

The publicity stunt was 
sponsored by the Central Shoe 
Co. of St. Louis, manufactur- 
ing the “Robin Hood” line of 
shoes. Mr. Schafer reports a 
great response from the shows 





and business is increasing rap- 
idly in that line. 








Up-stairs Bargain 
. Department Pays 


BeELFasT, Me.—The Dinsmore Store, 
Irving T. Dinsmore, proprietor, in- 
stalled an upstairs bargain depart- 
ment a few months ago, which has ma- 
terially increased business. Down- 
stairs a complete stock of, men’s, 
women’s and children’s high-grade foot- 
wear is carried, for Mr. Dinsmore 
knows shoes, both by inheritance and 
actual experience, having for many 
years operated with his father the old 
shoe wholesale house of B. C. Dins- 
more & Son, situated on the site of 
the present retail store. 

Upstairs, in a large, daylight 
space, a men’s, women’s and chil- 
dren’s shoe and hosiery section is 
located with prices as low as $1.95, 
and up to $3.95. Slippers, tennis 
and rubber goods are also included 
in the bargains. 

“It is an interesting fact* to note,” 
said Salesman T. E. Cole the other 
day to a RECORDER representative, who 
visited his store, “men do not seem 
to mind coming upstairs to buy their 
shoes at reduced prices; it is not nec- 
essary to say that the women and chil- 
dren live right up to their established 
rcputation of scaling any height for 
bargains.” 


New Nisley Shop 


DALLAS, TEx.—Nisley has opened a 
footwear and hosiery store here. The 
new establishment is located at 1800 
Elm Street. The store is of the same 
general nature as those operated by 
the company in other cities of the na- 
tion. 





Celebrating 


With Home Town 


Linked up with Legion Convention O. J. Benton gives window welcome 


At this time of the year when 
county fairs, “homecoming week,” har- 
vest festivals and other forms of com- 
munity celebrations attract attention 
and build much local pride there is 
opportunity for community cooperation 
by shoe retailers. Everybody likes to 
patronize the store of a merchant uni- 
versally popular in his community. 

During the second week of August 
Austin, Minn., entertained the Minne- 
sota State American Legion Covention, 
bringing thirty thousand visitors to 
Austin—some of whom naturally 
bought some shoes. Austin has the 
good fortune of being the home of O. J. 
Benton, progressive shoe merchant, 
whom the good people of Austin have 
chosen to operate their water depart- 
ment and to shoulder various other pub- 
lic responsibilities. “O.J.” is best known 
as the hardworking president of the 





Features High-Low Heel 


SAN FRANcisco, CaL. (UTPS)—Mr. 
R. Kimble, advertising manager for the 
four C. H. Baker stores in San Fran- 
cisco, reports keen interest in the new 
high-low heel, a variant of Cuban and 
Spanish, featured by these stores for 
late summer and autumn. Mr. Kimble 
also reports a very unusually good 
volume of business on reptiles, with 
suedes a close second; the favorite col- 
ors being the tones of brown, the 
blacks and the blues. In the hosiery 
department the darker shades are going 
the best. The C. H. Baker stores be- 
gin their fall season with a showing 
of fall styles on Monday, Aug. 27. 
“We have just closed one of our most 
successful summer sales,” said Mr. 
Kimble. 


New Douglas Store 


RocHEsTeErR, N. Y. (UTPS)—The W. 
L. Douglas Shoe Co. has opened a new 
and attractive women’s department in 
its shoe store at 79 Main Street East, 
here. The new department has been 
well patronized during the short time 
since it was opened. 
full and attractive line of women’s 
shoes it also carries an equally attrac- 
tive line of girl’s shoes. 








In addition to a | 


Northwestern Shoe Retailers Associa- 
tion, for he has instilled the spirit of 
modern merchandising methods in the 
northwestern region. 

The program of the State gathering 
of the American Legion called for a 
special window trim and participation 
in the four-mile long parade which re- 
quired an hour and a half to pass the 
reviewing stand. The parade float, 
representative of “Acrobat Shoes,” was 
awarded third prize in the exhibit con- 
test, while the window trim was ac- 
corded first prize by the judges of 
window trim awards. Reference to the 
window will show that the background 
was paneled with war posters. The me- 
chanical sailor in the center of the 
window display was furnished by The 
Walk Over Shoe Company. Wallace H. 
Benton and L. C. Cory, with the Ben- 
ton store, were responsible for the 
“trim.” 


'This Salesman Is 


An Olympic Athlete 


ROCHESTER, N. Y. (UTPS)—Mem- 
bers of the shoe department of B. For- 
man Co., here, had more than a pass- 
ing interest in the Olympic games at 
Amsterdam during the past summer 
for one of the contestants was Brant 
Little, 19 years old, member of the 
sales staff. 

Little was given a leave of absence 
from fitting the shapely feet of Roches- 
ter’s fair sex to get his own in shape 
for competition in the Olympic races. 
He was well known as a half mile 
runner in Canada before coming to 
Rochester to live with relatives, and 
returned to his native country for the 
Olympic tryouts. He went to the 


; Olympic games with Canada’s track 
| team but came in third in the 800 meter 


Olympic trials in which Phil Edwards, 
colored Canadian runner; Lloyd Hahn, 


| American champion and Douglas Lowe 


of England, competed. Little was thus 
barred from the finals, which were won 
by Lowe. Little was later picked for 
the British two-mile relay team, cap- 
tained by Lowe, which defeated the 
Americans at Stanfford Bridge, Eng- 
land. 

Little is expected back on the job in 


| Forman’s shortly and will be given a 


royal welcome when he returns. 
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FTER five unsuccessful attempts, Robert E. Peary 


The illustrated High Cut Patent 
Calf Walking Boot, with Inside discovered the North Pole on April 6, 1909. His 
Side Lace, was featured as one expedition of 66 men and 140 dogs was divided up into 


ee five detachments. One group would advance to relieve or 
replenish another at a prearranged point and return to the 

Today, you notice expedition’s vessel, The Roosevelt. This left a single party, 

shoe style in the composed of Peary, his colored servant and four Eskimos, 

eee tage «. . The to reach the long sought for goal. The entire distance from 


(elastic Box Toe, q : ; 
one of the out- mainland to Pole was 475 miles, which was covered 


standing discov- at the remarkable speed of 13 miles per day. 
eries of modern 

shoemaking, gives 

to the shoe style J 
value throughout 


G/C ———— 


THE QUALITY BOX TOE 


United Shoe Machinery Corporation 


_ BOSTON, MASSACHUSETTS 





























Picking Money Out of 
the Air 


Columbus, Ohie, Aug. 31.—C. | 
E. Dittmer, secretary of the Ohio 
Valley Retail Shoe Dealers’ As- 
sociation, has devised an unique | 
plan of collecting dues which have | 
remained unpaid by using air mail | 
to ask the members to remit their 
1928 dues. 

Mr. Dittmer, who was formerly 
a newspaper man, hit on the idea 
of attracting the attention of de- 
linquent members by using a per- | 
sonal letter and the usual air | 
mail envelope. The letter written | 
is as follows: “You'll, see that I 
am pretty much ‘up in the air’ 
and I am employing a rather | 
unique plan of commanding your | 
attention. As secretary of your 
association, our officers are hold- 
ing me responsible for member- | 
ship dues collections. Yours is | 
one of the few for 1928 remain- | 
ing unpaid. Naturally we are | 
anxious to clean up these ac- | 
counts as early as possible and | 
we will all appreciate your send- | 
ing on a check to cover the state- | 
ment that Ras come to you here- | 
tofore. 

“Your cooperation in this re- 
spect will make possible a safe | 
journey and landing for our asso- | 
ciation affairs for this year.” 

The letter was written on Mr. 
Dittmer’s personal stationery and 
the results were very satisfac- 
tory. | 








Livingston Bros. 
New Shoe Department 


SAN FRANCISCO, CAL. (UTPS)—Liv- 
ingston Bros., Grant and Geary Sts., 
San Francisco, one of San Francisco’s 
high grade department stores, opens 
a new shoe department on Sept. 4, 
stocking $10 and up women’s ‘shoes. 

Occupying one quarter of the third 
floor, the fixtures of this new section 
are now being installed. No stock 
will be in sight except in the glass 
inclosed display cases along the walls. 
Finished in antique walnut the depart- 
ment will otherwise present a modern- 
istic ensemble, with especially made 
chandeliers, ornate “cathedral” win- 
dows, etc. 

L. B. Rich, the department manager, 
particularly stressed the provisions for 
the comfort of the salesforce, remark- 
ing that “only a comfortable force can 
produce maximum sales.” Besides a 
lavatory built right in the department 
behind the stock shelves a little “com- 
fort den” is provided with chairs and 
writing table. But this is not all, for 
around the two center pillars in the 
department is arranged a series of in- 
dividual box-lockers—one for each 
salesperson, wherein the salesman can 
keep his shoe-horn, sales book and 
other sales accessories. 

This department will 
women’s hosiery. 


also carry 


. THE SHOE ME 


ZANESVILLE, OH10.—The Taylor Shoe 
Store, 427 Main Street, has been com- 
pletely remodeled and redecorated and 
now presents one of the finest appear- 
ances of any retail store in the city. 

Elaborate woodwork, featuring the 
red-figured gum, is effectively used 
throughout the store, and forms an 
especially strong appeal through its 
use in the display windows. 

The entrance to the store is com- 
prised of tile flooring of unique design. 
the tile was furnished by the Mosaic 
Tile Company.~ An exclusive type of 
stucco of Spanish design, employing 
the use of various colors, is effectively 
used in the archway of the entrance. 

New glass, both plain and designed, 
greatly adds to the attractiveness of 
the store front. The placing of a large 


and distinct feature. 

The two display windows were effec- 
tively trimmed for the formal reopen- 
ing of the store. This work was com- 
pleted by G. H. Lueking, of Chicago, 
who was sent to this city by the Flor- 
sheim Shoe Company for the express 
purpose of decorating and trimming 
the windows. 

The interior of the store has 
been elaborately redecorated. 


also 
New 


Miller in Shopping News 





represented in the first issue of the 
Brooklyn Shopping News, a merchant 
owned and published advertising me- 
dium, which will make its initial ap- 
pearance Sept. 26. It is planned to 
publish the paper weekly. It is backed 
by Abraham & Straus, Frederick 
Loeser & Company and the Namm 
store, among the department stores, 
and by several leading stores in other 
lines. Maurice Miller, of I. Miller & 








Sons, is listed on the board of directors. 


mirror between the two doors, both in- | 
side and outside the store, is a unique | 


BROOKLYN, N. Y.—At least one shoe | 
store, that of I. Miller & Sons, will be | 









hardwood floors and new velvet carpets 
have been installed, while the entire in- 
terior has been repainted and re- 
papered. 

Mr. Taylor has long been associated 
with the shoe retailing business, and 
was preceded in such work by both his 
father and grandfather. The latter, 
Zachariah Taylor, was a shoemaker 
and spent his entire life in the shoe 
business in this city. In turn, the pres- 
| ent Mr. Taylor’s father, John L. Tay- 
lor, learned the shoe business, and con- 
ducted a shoe store for 37 years in the 
same room. 

C. H. Taylor, the present owner of 
the store, began the shoe retail busi- 
| ness when but 15 years of age, enter- 

ing the store of his father. Later he 
assumed charge of the shoe depart- 
| ment of the H. H. Sturtevant company, 
where he remained for 10 years. 

Entering business for himself in 
1903, Mr. Taylor opened a shoe store 
| on the site now occupied by the Town- 

send drug store. Mr. Taylor asserts 
| that he has “made it a practice to deal 
only in high grade shoes and will con- 
tinue to handle nothing but the best.” 
| In addition to Mr. Taylor, six clerks 
| are employed at the store. Service in 
the chiropodist department will con- 
tinue under Dr. W. T. Diez, and his 
assistant, Jane Enslie. 





Blue and Brown 


SAN FRANCISCO, CAL. (UTPS)— 
Blue and brown are the winners picked 
for fall, judging from summer results, 
at Hanan & Son, 157-159 Geary Street. 
According to statement prepared for 
this firm’s announcement of fall foot- 
wear, the most charming new models 
will be “genuine Python, Watersnake, 
Lizard and Alligator, in both brown 
and black; new soft kids and suedes 
in both black and the harmonious 
shades of brown and serge blue kid, 
ebony kid and patent leather in a wide 
variety of new and interesting pat- 
terns.” 
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Established 1894 


IN STOCK 


Dickory Dock Fall Line Blucher 
Boots in Patent, Tan, Gun Metal 
and Dark Smoke. Both plain and 


trimmed numbers. 


TRUITT BROS., Inc. 
Binghamton, N. Y. 















Incorporated 1904 























Drastically Reduced! 


| Shame Supreme Taps in THREE SIZES 
are now offered you at a tremendous re- 
duction. Neatly finished, easily attached. No 
filing necessary. Made of aluminum and 
metal alloy to give the desired ring when 
dancing. 


Three sizes. A perfect fit for 


25c per pair in dozen pair ‘jor | 
every shoe. 


Place your order today. Write for Complete Cata- 
logue. Special cooperation for all Capezio Dealers. 












209 WEST 48"ST. 
NEW YORK CITY 































5 
Your Pleasure 


in New York need not be expensive—for the outstand- 
ing feature of the Hotel Martinque is 


Economy 


Room rates start at $2.50 per day—all accommoda- 
tions are clean and comfortable—the food is excellent 
at very reasonable prices—prompt, courteous service at 
all times—exceptional convenience of location—all of 
which fulfills our promise to every guest “The best 
without extravagance.”’ Stop in on your next visit to 
New York—we’ll be glad to welcome you. 


A. E. SINGLETON, Mgr. 


Hotel MARTINIQUE | 600 Roous | 


Affiliated with Hotel McAlpin 
BROADWA Y—32nd to 33rd STS., NEW YORK CITY 























NOU — —er 









NO, WILLIAM! 


SADDENING AGENTS are not those eggs who pull door bells 
out by the roots and thus ruin the good wife’s entire day. 

In the Shoe and Leather Lexicon SADDENING AGENTS are 
defined: “Addition of substances during dyeing to produce duller 
shades.”” 


Just one of the hundreds of bits of information in this 
valuable book which a smart salesman can casually slip to the 
customer—increasing the latter’s confidence in his ability to 
sell the right shoes. 


This Sales-Making Tome 
Costs Only Fifty Cents 
(Cash with orders, please) 


Boot and Shoe Recorder Publishing Company 
207 Seuth Street. Beston 






































GREELEY 
BOUDOIRS 


have long been the stand- 
ard of value in the shoe 
trade. This uniformity of 
quality makes them 
most desirable to the 
merchant who wishes 
his customers to come 


back. 






IN 
STOCK 


36 Pair Cases 














A. W. GREELEY 


Xt 12 Duncan St. - - - Haverhill, Mass. BK 
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ss 
+ to Shoe Store 


Owners and 
Managers 








Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 


“New Styles in Shop Seating” 


“Gentlemen, I want to compliment you on your book 

“New Styles in Shop Seating.’ It is a genuine help for 

the modern shoe store owner and reflects a keen ap- 

breciation of our problems. Any man interested in 

attracting better trade and building prestige for his 

store should read this book.” 

So writes a successful eastern shoe store owner. Perhaps hi 
this book will help you. Shall we mail you a copy? It eg 
is free. How proper seating can give your store an air 
of distinction—attract more and better trade—greater 
capacity at less cost and bigger profits on your invest- e 
ment, all explained in this free book. Simply use the je intel 
coupon below. ; ry 


The “American’’ Free Service Plan 


“American” engineers and draftsmen are at your service 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have 
accepted this free service. And as a result American 
Interlocking Shoe Store Chairs are building profitable 
business daily. This service is yours for the asking. 
Fill in and mail the coupon today. 


American Seating (Qmpany 


1016 Lytton Building Chicago, Illinois 


Branch Offices—New York: R. 601-119 W. 40th St. 
Philadelphia: R. 703-1211 Chestnut St. 
Boston: R. 302-69 Canal St. 


MET, Hig TO Wh os or 


rf 











American Seating Company 
1016 Lytton Bldg., Chicago, Ill. 
Gentlemen: Send me, without obligation, your helpful 32 Page Book, ‘‘New 
Styles in Shop Seating.”’ 

= : : Name....... ‘ 

No. 4072. ,& Address... ; No. 6079 ; 
| Ee ee State 
—— Address Personally to .. 





>, 





©. AMERICAN INTERLOCKING, SHOE STORE. CHAIRS. OS) 


\ ee ee 
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BLACK AND BROWN 
SUEDES IN STOCK 


For immediate delivery 





—and other materials Ss “Marilyn” 
ey arilyn 


7. 
that are i1n vogue for Stock No. 804—High Grade Turn. 
Patent, Center Buckle, Gun 
Strap, Black Lizard Underlay, 
+ _Cuban Heel, A to D $4.60 
early fall sellin a Stock No. 806—Brown Suede same as 
above, Brown Kid Strap, Brown Lizard 
Underlay, A to D $4.85 
Stock No. 807—Black Suede same as 
above, Gun Metal Strap, Black Lizard 
Underlay, A to D $4.85 
Steck No. SOS—Tan Initation Alliga- 
tor same as above, Brown Lizard Un- 
derlay, A to D $4.60 


Stock No. 111—Patent, Center Buckle, 
Gun Metal Collar, ‘‘Littleway Process,’’ 





- 112—Patent same as above. 

15/8 . Heel, A to D $4.35 

tock No. 113—Black Suede same as 
above, Gun Metal Collar, 19/8 Spike Heel, 

») $4.56 


A to 

Stock No. 114—Black Suede same as 
stock number 113, 15/8 Spike Heel, A to 
D $4.50 

Stock No. 115—Brown Suede same as 
above, Brown Kid Collar, 19/8 Spike Heel, 
A to C $4.50 

Stock No. 116—Brown Suede same as 
stock number 115, 15/8 Spike page to 


“Bettie” 
New York City 








ABSOLUTELY 
NEW 


ABSOLUTELY 
UNIQUE 


GENUINE CUT 
STEEL ENAMELITE 
BUCKLES 


“Sr SS” SS SS SS aS SS a wr SE wa ~~ <~e “aS ~~ ~~ ~~~ ~~ ~~“ <= 


MADE IN THE U. S. A. 


No. 607—Palms—Black or any desired color 
background $3.50 per pair 


No. 622—Combination black and wine—or any 
color combination desired. ..%4.00 per pair 


The beauty of these cut steel ornaments with their vari colored 
backgrounds and unusual designs cannot be appreciated until seen. 
They are durable, beautifully finished and unlike any shoe ornament 
now on the market. 


The prices at which they are offered are extremely low for genuine 
cut steel and their coloring is a factor in this age of color. 





Send for a sample assortment, pay for what you wish to retain or 
return the entire assortment. We will pay the charges both ways. 


S. RIVELIS 


America’s Only Manufacturer of Genuine Cut Steel Ornaments 
611—Butterfly—Combination black and 


* green as shown or any combination, 1118 N. Third St., Philadelphia, Pa. 


$2.50 per pair 
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TELL US ...THAT WHAT THEY 
LIKE ABOUT OUR HEEL 1S ITS 


FINE ADDEARANCE 
It Helps Them Sell Shoes / 


a. te Ar 


UeitTED CusHion HEELS 


~~ raf og FIRM QUIET TREAD 





United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS, U. S. A. 


! & 
= aes 
; % , 
ke Se * 
Sq x eee * 
My St ee es 3 , 
* ss eed eee 
as 5 Sa ae 
a bea as pay - 
a: Thin. *, 
oe ce, EM 
7 oe gee 
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Sere * me ¥ 
es ‘ 
” ¥ 
* , “ “oA 
eens : * ? . 4 : ais... koe . te = 
SS ee S, Beise . as Rr. ans, eS ee Tak, aaa 
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You Have a|. 
in the Great \\ 


HE vast resources of the 

United Publishers Corpora- 

tion have been gathered to- 

gether and co-ordinated for 

the benefit of individuals 

and manufacturers in the 
various fields they serve. 


Functioning purely for themselves 
they would be unwieldy—and unjusti- 
fied expense. 


Reflecting their vision and service into 
the field they form a tremendous force 
for advancement, and for profit. 


You always have a personal share in 
these resources. To transform it into 
action you need only write or confer 
with the representatives of the unit 


c™ 


Its Publications Broadly 
Cover the Following 
Industries and 
Trades 

Automotive 


Automotive Industries 

Automobile Trade Journal 

Motor Age 

Motor World Wholesale 

Operation & Maintenance 

Commercial Car Journal 

Chilton Catalog & Directory 

Automotive Industrial Red Book 
Hardware 

Hardware Age 

Hardware Age Catalog 
Jewelry 

The Jewelers’ Circular 
Metal Trades 

The Iron Age 
Optical 

The Optical Journal 
Petroleum 

The Petroleum Register 

Oil Field Engineering 
Plumbing & Heating 

Sanitary & Heating Engineering 










































Shoe . 
Boot & Shoe Recorder serving your field. 
ssa he Many have taken advantage of this 





Dry Goods Economist 

Dry Goods. Reporter 

The Drygoodsman 

Pacific Coast Merchant 
Toys 

Toy World 
Warehousing 
Distribution & Warehousing 


opportunity successfully. 
Are you one of these? 




















239 West 39th Street SE New York City 


A.C. PEARSON 













‘Chairman of the Board of FRITZ J. FRANK Cc. A. MUSSELMAN F. C. STEVENS 

Pp the U.P.C. President of the U.P.C. Vice-President of the U.P.C. Treasurer of the U.P.C. 

Paeet of the Textile President of the Iron Age President of the Chilton President of the Federal 
blishing Co., N. Y. C. Publishing Co., N. Y. C. Class Journal Co., Phila. Printing Co., 7 oe 
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a} Personal Share 
t|UPC Organizatio 





EVIDENCE OF LEADERSHIP 75% MORE SUBSCRIBERS 
The latest A B C Statement shows to the Boot and Shoe Recorder than 
our average net paid circulation to to any other shoe publication, be- 
be 15,236 subscribers. cause it serves them better. 





CHICAGO ST. LOUIS NEW YORK PHILADELPHIA ROCHESTER 





CINCINNATI 
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WHERE TO BUY 
Men’s Shoes 














60 STYLES IN STOCK 


BMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


ET] 
loureiro 


MADE EXCLUSIVELY BY THe 
EMERSON SHOE MFG CO 
ROCKLANQ MASS 


























5 
m 


Oss O 


BOSTONIANS 
SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 














NETTLETON 
Shoes of Worth 

A. E. NETTLETON CO. 
H. W. COOK, President 


N. Y., U. 8S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 








Shoe «Market News 


In The Boor anp SHOE RECORDER 





NATIONAL NEWS 


SATURDAY, SEPTEMBER 8, 1928 


EVERY WEEK 








Factories in 
Columbus at 
Capacity Pace 








Orders Assure Full Opera- 
tions Until Mid-October 
at Least 


CoLumBus, OHIO (UTPS) — Shoe 
manufacturing concerns in Columbus 
have been, without exception, kept at 
a busy pace during the month of 
August. A survey of the situation 
shows that all of the Columbus plants 
were at full production and that orders 
have been booked which will keep them 
in operation during September and a 
part of October, even without any addi- 
tional business. 

This is the period of the year when 
sales conferences are held. Companies 
holding such conferences in Columbus 
were the H. C. Godman Co., operating 
11 units in Columbus and Lancaster; 
the Riley Shoe Manufacturing Co., and 
the Lape & Adler Co. Traveling sales- 
men started out after the Labor Day 
holiday with new samples and very 
much encouraged over the outlook. 

The Riley Shoe Manufacturing Co. 
held its sales conference the week pre- 
ceding Labor Day and placed a num- 
ber of new samples in the hands of the 
travelers. This company is featuring 
brown, black, green and blue suedes 
and green and blue fabrics. A range of 
blue kids is also included in the new 
line. W. S. Kennedy, general man- 
ager of the company, reports that 
trade has been brisk and the full ca- 
pacity of the plant has been called on 
to take care of business. Orders for 
the month of September have been 
booked. 

The H. C. Godman Co., following out 
the new plan of distribution, held sales 
conferences at the three distributing 
units the last week in August. These 
units are located at Columbus, Atlanta 
and Kansas City. Sales Manager Rob- 
ert Grieve of the company announces 
that all units are going full tilt and 
that orders are now on the books which 
will require active work up to the lat- 
ter part of October. This company 
has made wonderful strides during the 
present year and shipments have been 
unusually heavy. The new line con- 
tains many distinctive features. Trav- 
elers will have headquarters at the 
three distributing branches and there 
will be a corps of travelers carrying 
the line of the Ohio Shoe Co., a sub- 
sidiary of the Godman Co. 

Louis Thoman, head of the Columbus 
Shoe Co., makers of children’s and 
growing girls’ shoes, reports the full 
capacity of the plant on West Spring 








Street used during the past month. Or- 











P. J. Kelly Appointed 
Goodrich Ad. Manager 


AKRON, OHIO— 
P. J. Kelly was re- 
cently appointed 
advertising man- 
ager of The B. F. 
Goodrich Rubber 
Co., succeeding 
Gates Ferguson, 
who resigned to 
take up work in 
the East. 

Mr. Kelly is a 
native of Chicago 
and an alumnus of 
the University of 
Illinois. He served 
during the war as an army aviator. 
Upon his return to civilian life he 
became identified with the Goodyea 
Tire and Rubber Company, specializ- 
ing in sales and advertising work. Fol- 
lowing six years in this field Mr. Kelly 
entered the retail tire and auto busi- 
ness in Chicago, but eventually sold his 
interest to become advertising manager 
of the Mason Tire and Rubber Com- 
pany. 

For the past year he has been as- 
sistant advertising manager for Good- 
rich, and has become well known lo- 
cally, as well as throughout the branch 
territories of the Goodrich Company. 

Mr. Kelly is married and has two 
children. His residence is at Kent, 
Ohio. 
















P. J. Kelly 





























ders are still coming in for the fal! 
trade as the traveling salesmen are out 
picking up odds and ends of business. 

The G. Edwin Smith Shoe Co., which 
supplies shoes for the Nisley chain of 
stores in the Middle West and South, 
is another factory going at full tilt. 
This is also true of the branch plant 
at Newark. This company has placed 
an excellent new line of women’s shoes, 
on the market which includes black, 
brown and blue kids, suedes in brown 
and black and a complete line of pat- 
ents. 

Work at the plant of the Lape & Ad- 
ler Co. has also been at full capacity 
during the last month. This company 
is doing considerable advertising on its 
line of Foot-Friend shoes. This line 
has been selling very briskly in all sec- 
tions. 











































A New Booklet 









RocHESTER, N. Y.—A little booklet 
with attractive cover in beige, red and 
black entitled, “Something About Adam 
and Eve,” with special reference tv 
“Kangola,” is being imprinted for dea!- 
ers who may wish to pass a copy 0! 
this literature to their customers, by 
C. D. Brown & Co., Inc., of this city. 
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A Mile a Day 


Lynn, Mass.—“A mile a day 
isn’t so very much,” says “Tom” 
Welch, of Mitchell, Welch Co. 
“But if everybody walked a mile 
more a day, then the shoe busi- 
ness would hum. 

“Motor companies spend mil- 
lions,” says he, “to encourage 
folks to go touring, so they will 
buy more gas, oil and tires. It’s 
business. 

“Every city should have a walk- 
ing club, to encourage people to 
walk more. It’s business for shoe 
merchants, and also for shoe 
manufacturers. The shoe trade 
should encourage pavement 
pounders to walk a mile more 
each day. 

“It’s time to dust off the slogan, 
‘Walk and Be Healthy.” 








Name Experts for 


Wage Investigation 


BROCKTON, Mass.—Experts have 
been named by the State Board of Con- 
ciliation and Arbitration for investiga- 
tion of conditions at the Doyle Shoe 
Co. plant here, after an application was 
filed by William E. Doyle of the com- 
pany for a revision of wages downward, 
to allow his concern to continue opera- 
tions at capacity and still meet the 
keen competition offered by manufac- 
turers in centers where wages are 
much lower than they are here. 

Opposition was voiced to Mr. Doyle’s 
petition by agents of some of the local 
unions, who contended that prices and 
conditions were fair in the factory, 
which has enjoyed the distinction ever 
since it was opened seven or eight years 
ago of being the “always busy fac- 
tory.” Two of the agents asked for a 
a of wages upward in q small 
degr 

The Doyle Shoe Co. makes a third 
grade shoe of exceptionally high grade 
workmanship, and the skilled labor fea- 
ture was stressed by the agents as one 
of the reasons why the present scale of 
pay should be continued. 


Tobey Heads Hoyt Co. 


MANCHESTER, N. H.—Reorganization 
of the F. M. Hoyt Shoe Co., announced 
Aug. 29, makes Charles H. Tobey, of 
Manchester,. president. E. Edward 
Cunningham becomes vice-president, 
Maleolm E. Hoyt, secretary, and John 
D. Murphy, treasurer and general man- 
ager. 

On the board of directors are: Hal- 
burton Fraser. also of Manchester; 
Charles H. Geissler, of Brookline, 
Mass., and L. W. Hall, of Boston. At 
present 1300 are employed. 


Visiting California 


SAN FRANcIsco, CaL. (UTPS)—Geo. 
W. Baker, Jr., president of the Geo. 
W. Baker Shoe Co. of Brooklyn, N. Y., 
with F. A. Muller, general manager of 
the concern, is visiting the three Cali- 
fornia stores formerly owned by the 
C. H. Wolfelt Co. and now owned by 
the Geo. W. Baker Shoe Co. 





Brockton Shipments 
Close to Record 


Eight Months Show Gain of 56,000 
Cases Over 1927 


BROCKTON, Mass.— Shoe shipment 
figures just released show that this 
city’s and this center’s business boom 
is an actuality through the tremendous 
gain in shipments from Brockton alone. 
In the first eight months, including all 
of August, Brockton this year has 
shipped a total of 303,176 cases, more 
than 56,000 cases more than last year. 
Figuring on a basis of $6 a pair, this 
represents an increase of $336,000 for 
the year. Value of the products in the 
first eight months this year is nearly 
$2,000,000, and this figure does not in- 
clude shipments made by truck and 
parcel post. 

For the first time since April 4, 
1925, shipments last week reached 
the mark of 13,000 cases for the 
week, and the year 1925, which 
was a banner one, exceeded the 
shipments made for the first eight 
months of this year only by 9000 
cases. Hence, in a nutshell, Brock- 
ton is experiencing its busiest pe- 
riod in nearly 10 years, the figures 
show. 


Shipments for the month of August 
this year were 46,171, thanks to a fine 
showing the last week when 13,119 
cases were sent out. In August of last 
year there were 40,113 cases shipped. 

There continues the same shortage 
for highly skilled all around cutters 
and fancy stitchers and vampers, but 
the condition is gradually righting it- 
self with speeded production in the de- 
partments of all the factories. Many 
shops which hardly ever operate Sat- 
urday mornings are keeping their 
plants busy for the full week. 


Griess-Pfleger Holds 
Cincinnati Outing 


CINCINNATI, OH10—Having elected to 
put pleasure before business for the 
day, Griess-Pfleger & Co., Cincinnati, 
Ohio, made a thoroughly good job of it 
by locking its store doors early on 
Saturday morning, Aug. 18, and de- 
voted itself to the entertainment of its 


entire organization, which motored out | 
to the Mt. Washington country estate | 


of E. G. Smith for the outing. 


A well-arranged program for the | 
day provided for swimming, and the | 
pool at Coney Island, near by, offered | 
opportunity to those who enjoy such | 
Simultaneously, a baseball | 


diversion. 
game was staged between the Knights 
of the Road and the Pen-Pushing Ar- 
tists. Both sides won on a score of 


0—0, this decision being made neces- | 
but Carl | 


sary to avoid “accidents,” 
Giesenberg still insists the “Knights” 
won. 

At noon a 
served. 


chicken dinner 


quickened as the spirit of competition 


entered into the long program of games | 


and contests. 


After supper there was an hour or | 


two of music and song. 


was | 
Following dinner, a treasure | 
hunt started a pace which gradually | 
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| WHERE TO BUY 
Men’s Shoes 


Ms STEADY PROFITABLE 
BUSINESS IS WANTED. SELL- 


Jy 


WHERE TO BUY 
Ballet Slippers 


A 


—~—-€ — IN STOCK 


f the unusual kind 
e102 Bik. i. —y Tere 


aile’s re ‘, ett 
Women’s, Bat te 6— 





Im Stock Black Bal- 
let Slippers 
Ladies 1.26 pr. 


# pr. 
Childs’ #: 15 pr. 


BLOG SHOE CO. INC. 
mane 8t., 


Raa York, N. ¥. 














BALLET 


oon w snTs ¢ dng ae 
in atet Manafacture 
Meri th st hiladelphia, Pa. 





Brooks’ Toe Slippers 


In Stock = 


be! ome J ae Tt *s Children 
618 Black Kid. 2.80 $2.70 
608 Pink Satin... aw 15 7 10 3.05 
Coast Prices Slightly Higher 


BROOKS SHOE MFG, CO. 


Philadelphia—1725 No. 6th St. 
Los Angeles—1162 So. Hill St. 











HAND TURNED, BLACK KID 


ie, 


yy 
horn a ——_—~-———¥ SHOE CO. 
124 N. sra St., “30. Philadelphia 








DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


| 
OE 


| steady, more so than for some time. It 





Greatest Value 
Vici Kid Turn 
$1.65, & wide, 3 
to 9. Send for 
samples and we 
VE will prove it. 


WM. SUMNER SMITH 








325 W. Monroe, Chicago 











PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 


Catalog 
sent on 
request 





HIGH GRADE TURN MULES and D’ORSAYS 








Two Strap Sandal 


“Hand Turned” 
In Stock 

C to E—2%4-9 

No. 3-2 at $2.35 

MORAN-HERMANN- 
MeMANUS, INC. 
Auburn, Maine 
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WHERE TO BUY 


Store Fixtures 





HAVE YOU A COPY OF THE 


NEW GOODWIN CATALOG 


ro) ae) we LO) | STORE FIXTURES 
ind STORE INSTALLATIONS 


GOODWIN & CO 


nate Mars aad 











Lynn Reports Steady 
Demand for Fancies 





Lower Heels on Evening Shoes a 


New Note 

LYNN, Mass.—“Business in Lynn is 
looks healthier to me.” This is the 
opinion of one leader. 

“Soles are worth all you can get for 
them, and then some,” says a sole cut- 
ter. He means that leather prices are 
not yet up on par with hide prices. 

These two statements tell of the gen- 
eral situation quite as well as any. It 
is increasingly difficult to report the 
state of trade in exact detail. The sit- 
uation, especially in respect to style, 
keeps changing like a kaleidoscope. But 
it is always there, and it is always in- 
teresting. 

In one of the foremost shops of Lynn 
they are quite busy on slippers and san- 
dals for ballroom and like formal dress 
wear. Among them are the familiar 
gold and silver shoes, many of them 
being in the center strap patterns, with 
costly buckles, but not too highly orna- 
mental, and, also, shoes of the new 
beautifully brocaded fabrics. 

It is noticed that quite a number of 
the dancing slippers have heels of the 
Cuban style, not too high. This may 
be a sign that more women of mature 
years, such as require moderate heels 
are dancing, or that the younger gen- 
eration is choosing lower heels. 

In the same shop, they continue to 
cut much reptile leather for street and 
informal dress shoes, and the cutting 
of lizard and alligator is increasing, 
while the cutting of snake is decreasing. 

The saturation point for shoes of 
blue is not yet reached. Green is 
coming along. There is volume 
business in the rich shades of 
brown. Patent leather leads in the 
popular price lines, with some firms 
reporting 60 per cent or more of 
their production is made up of 
shoes of the shiny leather. 

Some street shoes of black satin, 
trimmed with black braid, sugges- 
tive of frogs and like trimmings on 
sport apparel, are new. Tweed shoes, 
trimmed with leather, are offered and 
some of them reveal the tones of blue. 
Pewter gray is mentioned. Green 
suede is selling, but nowhere near in 
such volume as shoes of blue suede. 
Black calf as well as black kid is now 
competing with other materials. New 
fabrics show two tones of the same 
color. 

It looks as if ties and oxfords are 
gaining further. But new fancy buckles 
and throat ornaments, like the crystals, 
keep the pump models much in favor. 
Some mention should be made of the 
bootees. 

“T never saw so many different 
styles,” exclaimed the manager of one 
large factory, “and I wouldn’t believe 
there could be so many unless I saw 
them with my own eyes.” 

Fall shoes continue light and dainty. 
One New Yorker has complimented a 
Lynn firm on the new airiness and 
grace of his shoes. They are made by 
a new method. Traditionally, the fall 
should bring a demand for heavier 
types of footwear. -But women keep 
on insisting on shoes that are light and 
dainty. 








PHILADELPHIA, PA.—At a _ special 
meeting held September 5 of the board 
of directors of the C. S. Gibbon Com- 
pany, makers of women’s welts, includ 
ing the insured arch shoe, the follow- 


ing officers were elected: James F. 
Cole, president and treasurer; George 
K. Watson, vice-president; Thomas E. 
French, secretary. 

This change in official personnel wil! 
mean no alterations in plans and poli 
cies of the business for the present 
The factory building, where the busi- 
ness has been established for the past 
24 years, will be retained. 





Expanding Milwaukee’s 
Shoe Trading Center 


MILWAUKEE, WIs.— The establish- 
ment of a shoe and leather trading 
center in Milwaukee in The Republic 
Building several years ago has proved 
so popular that an extension, larger 
than the original structure, is under 
way and will be ready for occupancy 
about Nov. 1. 

The United Shoe Machinery Co., 
A. R. Mueller, Inc., and similar organ- 
izations have long since occupied the 
first structure erected at 258-260 
Fourth Street. The addition, now in 
process of completion, will occupy aid- 
joining premises at 248-256 Fourth 
Street, comprising area 70 by 150 ft., 
four floors and basement, with the 
ground floor or street level comprising 
four stores. One of the latter will be 
occupied by the salesrooms of The 
Fred Rueping Leather Co., now being 
removed from Chicago to Milwaukee. 

The second and third floors will be 
divided into single offices and suites; 
the former comprises space 10% by 21 
ft. The double offices will include an 
outside sample room with two private 
offices. 


New Producing Firm 


NEWBURYPORT, Mass.—The Buckley- 
Wasserman Shoe Co., Inc., is the latest 
addition to the local industry. The new 
corporation is capitalized at $25,000. 
The incorporators are: John Buckley, 
Haverhill; Albert J. Cohen, Boston, 
and Abraham Alper, Brookline, with P. 
Wasserman, Philadelphia, director of 
sales. Mr. Buckley was formerly with 
the Buckley Shoe Co, Haverhill and 
Seabrook, N. H. 

The firm will manufacture women’s 
turns, production beginning with 20 
cases a day. 





Bill Harney on Trip 


CINCINNATI, OHIO.—W. J. (Bill) 
Harney, general manager of the Flex- 
ridge Division of The United States 
Shoe Company, left the last week of 
August on a sales tour that will keep 
him away from the office for severa: 
weeks, He will visit Los Angeles and 
call on some of the large accounts 1” 
that territory in company with Roy 
Fleming, Coast representative. On the 
return trip Mr. Harney will meet G. W. 
Harris, another western representa- 
tive, and visit large Flexridge accounts 
in Kansas City, Minneapolis, St. Pau! 
and other towns. 
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Cut Steel and Color 











Color in the form of a patented 
“enamelite” process has been applied 
to cut steel buckles by one enterprising 
American manufacturer. The buckles 
are made in this country from steel 
points imported from France. The 
color is put on the backing in the 
form of glistening color enamel. A 
wide range of colors is available and 
many of the samples show interesting 
combinations of two or more colors in 
the background. Among the enamels 
— is one that gives a “pearlized” ef- 
ect. 


New Method of Making 


LYNN, MAss.—The Bond Shoe Co. is 
developing the “Bondway” process for 
making shoes that are light and airy 
in looks, and at the same time substan- 
tial for service. 

The shoes are lasted by a new proc- 
ess, that is the property of the firm. 
Outsoles are sewed to the shoes by the 
Littleway machine. The new model 
machine, with the electric motor built 
into it, is used. 

The machine has a fine needle, which 
takes a fine stitch, and locks each 
stitch in the leather. If the seam 
should be cut, the lock will hold the 
stitch securely. Furthermore, the soles 
are sewed under pressure, and the 
joint is as tight as can be. Edges fin- 
ish up beautifully. 

The shoes are light and flexible. They 
are practically the same in ounces of 
weight as bench made turns. 


Returns from Europe 


BROOKLYN, N. Y.—In a search for 
style ideas, not only in France, but in 
Italy, Hungary and Spain, Emil H. 
Strassburger of Strassburger-Stiles, 
Inc., after spending two months abroad, 
returns to Brooklyn Sept.11. A month 
following, the European fashion ideas, 
in their Americanized presentation, 
will be ready for the trade. 








Ask Speedy Shipments 
from Boston Market 


Manufacturers and Wholesalers See 
Bright Prospects Ahead 


Boston, Mass.—The shoe manufac- 
turing business of the past week has 
been brisk, with factories hurrying on 
at-once deliveries which were original- 
ly ordered for October and later ship- 
ments. Some of the managers of fac- 
tories report that it has been difficult 
to secure women workers for stitching 
and other operations usually assigned 
to the latter. Manufacturers believe, 


however, that this condition is but tem- | 


porary, and that with the fall many of 
the women who evidently prefer to 
work at the beaches, or to take a vaca- 
tion during the warm weather, will re- 
turn to their inside jobs. 

Prospects for the fall, winter, 
and spring business look bright to 
the majority of the manufacturers 
and wholesalers interviewed. The 
big demand is for well-made, styl- 
ish shoes. All grades are selling, 
but those which have a special ap- 
peal of good fitting or style-ortho- 
pedic, features, are the quickest 
movers. 

Buyers are shopping around care- 
fully for leather and other shoe mate- 
rials. Buyers of shoes are also shop- 
ping. 

Manufacturers in this section report 
that alligator shoes with Cuban heels 
for women are in good demand, and 
that brown and black kid and suede 
shoes, with fancy trims in reptiles, are 
also among the wanted numbers. Light 
weight black glazed calf shoes in the 
various strap, tie and step-in patterns, 
with novel buckles, are also among the 
fast movers from factories here to re- 
tail stores the country over. 


F. S. Reed Dead 


RocHEsTER, N. Y., Sept. 3 (UTPS)— 
Forrest S. Reed, president of the 
Rochester Shank Co., died here last 
week. Mr. Reed was among the most 
prominent members of the boot and 
shoe industry here, establishing his 
company in this city in 1892. He came 
here at that time from Brockton, Mass. 

The first factory of the company 
was erected in North Water Street, 
but later the business was moved to a 
new plant at 757 Clinton Avenue 
South. The business was conducted 
jointly by Mr. Reed and his wife. Mrs. 
Reed announced that she will continue 
to operate the plant, making shoe 
shanks and artificial arch supporters. 


William Hart Dead 


INDIANAPOLIS, IND.—William Hart, 
65, Indianapolis merchant, and vice- 
president of the South Side State 
Bank, died Thursday, August 23, after 
a long illness. 

Mr. Hart operated a shoe store from 
1890 to 1915, and in the vioneer days 
of association work was most aggres- 
sive. 

He is survived by a widow and a 
son, Edgar Hart, present owner of the 
Fashion Shoe Shop of Indianapolis. 
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WHERE TO BUY 


Women’s Novelties 
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$2.98 Seller 

at $2.00 Net, 
30 Days! 

Circular sent on 


request. ‘Send for 
it now! 





Samuel Cohen 
Shoe Co, 
72 Lincoln St., Boston, Mass. 
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WHERE TO BUY 
Shoe Buckles & Fabrics 
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MAISON MANN, inc. 


“Decidedly Different” 
Importers and Manufacturers 
CuT STEEL 


BEADED-R.HINESTONE 
3 West 20th St., New York ¢ 
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E CUT STEEL— E 
IMITATION STEEL 
| BEADED 
SHOE BUCKLES 


T «£ @& veITH, Inc TF 
cl 9-11 Mat Souk Mew Yeok 








Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 








WHERE TO BUY 
Children’s Shoes 


“ELAM’’ 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Blidg., Room 532 
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WHERE TO BUY 
Slipper Supplies 








POMPOMS AND ROSETTES 
The right merchandise at the price. 


iPPER 


New York City 


-GRA PLY CO. 


Broadway 














WHERE TO BUY 
Standard Shoe Materials 








The 
ee 
Leather That 
Takes and Re 
tains a Polish 


& COOK CO. 
Taanertes at Danverspert, 95 Seuth St., Besten, Mase 


est Virginia 


Scientifically manufactured to an exact 
Uniformity of Quality. 














WeetVirginiaPulp & Paper Con 
t pan 
as a NewYork’ Chicage 4 

















WHERE TO BUY 


Bowling Shoes 








BOWLING SHOES 
IN-STOCK 
Smoked Elk 
$3.25 
BROOKS 


SHOE MFG. CO. 
Philadelphia, Pa. 





1725 Ne. Gth St., 





New Florsheim Shop 
In Minneapolis 


MINNEAPOLI, MINN. (UTPS)—Flor- 
sheim’s has opened its new store at 44 
6th St. S. after moving five doors 
nearer Nicollet Ave., the leading retail 
street. In fact 6th St. may well be 








her ornaments at $20, and she believes 
she is getting something better. Show 
her ornaments at $25, $30 or $35 or 
more and she will think that she is 
getting something extra fine. 

Psychology has its part in the mat- 
ter. The more expensive the ornament, 
the greater the pride with which it is 
worn. Besides, there is service, for 
the merchant who deals in the finer 
buckle must know the art of ornament- 
ing shoes. A buckle that is worth $50 
may look like 50 cents if it is on the 
wrong shoe. 

In the popular price stores it is a 
fairly good rule that ornaments should 
be priced at a third of the value of 











Ornate Footwear Season Ahead 


[CONTINUED FROM PAGE 37] 


the shoes. If a woman pays $6 for a 
pair of pumps she is likely to be will- 
ing to pay $2 for ornaments. The why 
and wherefore of this is not clear. But 
it works out in actual experience. 

Ornaments, like shoes, have risen 
from the class of staples into the class 
of novelties and thence into the class 
of art. The best of them are fin 
specimens of the jewelers’ art. They 
are a welcome addition to the footwear 
business, as may well be realized when 
one shoe store is making more money 
on its ornaments than on its shoes. 
Some stores are making a 100 per cent 
profit on ornaments. 





Nicollet Aves., one block. 

Florsheim’s acquired more room and 
a better front by the move. The store 
at either side of the shoe store has 
cooperated in a uniform decoration of 
white and granite with similar striped 
red and brown awnings. 

The entrance is deep set between two 
show windows of seven facets each, and 
lighted with 20 150-watt lamps each. 
The general trim inside is walnut, a 
general finish and chair equipment that 
makes a homey place for men shoe 
buyers. Several bowl lamps overhead 
give a soft artificial illumination. Find- 
ings are behind 4 mirror wall doors. 
Twenty roomy arm chairs are part of 
the equipment. The wall shelves with 
gallery running along the sides will 
accommodate 5,250 pairs of shoes. The 
carpet is green. In front is a filler 
for pocket cigar lighters and smokers’ 
stands. 





Texas Stores Show 


Lots of Color in Shoes 


Dauuas, Tex. (UTPS)—The display 
windows of the shoe dealers of north, 
east, central Texas and southern Okla- 
homa are alive with the new fall crea- 
tions for milady. The stocks are com- 
plete and the dealers report the trade 
is better than had been expected at 
this time of the year. 

The styles are smart and the colors 
varied. The heels and the vamps as a 
general rule, for more dressy patterns, 
are along the lines of those for the 
summer. 

Among the designs commonly found 
in the windows are satins, velvets and 


kids in colors to harmonize with the | 


various shades of velvet or kindred ma- 
terial prevailing in dresses. Among 
them are sky blue, ocean blue, sea 
green, apple green, golden brown, dap- 
per brown, wine, blue, black, gray and 
brown ooze, rose blush, white jade, and 
dust. 

The reptiles are far from back num- 
bers. They are featured in most of the 
displays. Some of the lizard and alli- 
gators are blacks and others are in 
more natural colors with trims to har- 
monize. In some instances kid is found 
trimmed with reptiles. 


termed footwear row, as several of the | 
retail stores are between Hennepin and | 
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New Shoe Store 


Hupson, Mass.—The Kimball Shoe 
Co. reports a rapidly growing business 
in its new family store, located at 171 
Main Street, the former Sullivan Shoe 
Store location. The retail shoe house 
of Kimball, G. P. and Mrs. G. P. Kim- 
ball, joint proprieters, opened their 
doors to the public of this town about 
nine weeks ago. Hudson is a shoe town 
of a little over 7000 population, with 
the majority of its people knowing and 
“inheriting” a knowledge of good 
shoes. It is to this demand that the 
Kimball Shoe Store is catering, with 
high-grade as well as with popular- 
priced footwear, including hosiery. 
The location is an ideal one, having 
been occupied as a shoe store by the 
former Sullivan Shoe Co. for over 
thirty years. Mrs. Kimball is a native 
of Hudson, and is a thorough shoe 
woman. She has been for a long time 
the manager of The Harrison Shoe Co. 
of Everett, Mass., makers of boys’ 
shoes. With the acquisition of the new 
store here Mrs. Kimball has been con- 
nected with every branch of the shoe 
business. Mr. Kimball has been for the 
past ten years the manager of the 
Hudson baseball nine. The color scheme 
of the new shoe store is black and 
gold, with wicker furniture and furni- 
ture especially designed for the chil- 
dren’s department; there is also a 
hosiery department, and Mrs. Kimbal! 
who is an artist as well as a business 
woman, paints attractive panels and 
cards for the windows and interior ef- 
fects. She is “on the job” at the store 
on Saturdays. Mr. Kimball spends 
three days a week at the store and 
continues to cover New England with 
the Harrison line. The selling force at 
the store, in addition to Mr. and Mrs. 
Kimball, consists of three persons. 


Taylor Store Moved 


CLEBURNE, TEX. (UTPS)—Tay] 
Shoe Store, an exclusive women’s f: 
wear house, has occupied its new lova- 
tion on South Caddo Street. The bui'd- 
ing was repaired and rearranged at a 
cost of several thousand dollars. 1). 
E. Taylor is manager of the establish- 
ment. 
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Made from Seminole Calf 191 Santos 
by The Huth and James Shoe Mfg. 
Co., Milwaukee, Wis. 

No. 6124—Cafe Calf Pump. In 
ee Meee WP Gc ewiscedéeaeesd 83.05 









SL\INOLE CALF 


Is selected by this manufacturer—one of the leaders in the trade—for young 
ladies’ footwear. 


SEMINOLE CALF is a fine mellow leather with a very fine break assuring 


that sleek smoothness that means fine fitting qualities and unusual comfort. 





All of the prevailing popular shades are available. 





The Fred Rueping leather Co. 


FOND DU LAC, WISCONSIN 


BOSTON CHICAGO CINCINNATI MILWAUKEE ROCHESTER SAN FRANCISCO 
MONTREAL ST. LOUIS NEW_ YORK NORTHAMPTON, ENGLAND 
PARIS, FRANCE MILAN, ITALY FRANKFURT, GERMANY 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week. 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 





Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











WANTED 
FOR CHICAGO AND VICINITY 


A REAL SALESMAN who sells the case lot trade, and who has successfully 
handled the same line for a number of seasons. 

We offer such a man one of the strongest and most complete stitchdown 
lines as a side line, on a strictly commission basis. 

Give full details regarding yourself in your reply, which if satisfactory 


will assure you of a personal interview. 





Address D-687, care Boot and Shoe Recorder, 80 Federal St., Boston, 








TOP NOTCH SLIPPER SALESMEN WANTED 


Manufacturers novelty boudoir slippers; satin and leather; soft sole and 
hard sole; medium and popular priced, Open for representatives; several 
territories. Wonderful holiday proposition. Can be reduced to short side 
line. Reply by mail, giving names of houses represented; state amount 
of your annual sales and exact territory you covered. ONLY MEN EX- 
PERIENCED IN SELLING CASE LOTS NEED APPLY. 


; GREENWICH SLIPPER CO. 


72 Greene St., New York, N..Y. 








SALESMEN WANTED 


To handle Growing Girls’, Misses’ and Child’s Goodyear Welts. 


Twelve Pair Lots, Commission Only. 
Good territories open. 


A. N. WOLF SHOE COMPANY, DENVER, PA. 





Salesmen 


Wanted 


The establishment of a 
branch In Stock Service 
Department, beginning Oc- 
tober Ist, by The Nunn, Bush 
& Weldon Shoe Company, 
of Milwaukee, Wisconsin, 
in San Francisco, creates 
room for four additional 
salesmen who will operate 
from San Francisco. - 
Territories available consist 
of San Francisco and vicin- 
ity—Los Angeles and vicin- 
ity—Northern California— 
Southern California and 
Arizona. 

Address all communications 
to Mr. C. K. Smith, Nunn, 
Bush Shee Company, Inc., 
111 New Montgomery St., 
San Francisco, or apply in 
person after September 15. 


Nunn, Bush & Weldon 
Shoe Co. 














SALESMEN 


IOWA, MINNESOTA, ALABAMA, 
MISSISSIPPI, TENNESSEE, KEN- 
TUCKY territories open. Excellent 
opportunity for salesmen with es- 
tablished trade, to connect with a 
live wire Western organization 
specializing in women’s. novelty 
footwear, retailing from $4 to $6, 
carried in stock in widths. Liberal 
commission arrangement. No ob- 
jection if carried with another non- 
conflicting _ line. Replies treated 
confidentially. 


Address 0-685, care Boot and Shoe 
—- 80 Federal St., Boston, 
ass. 








Salesmen Wanted 


Men who have established trade 
and would like a popular priced 
line of Men’s and Boys’ Oxfords, 
for the following states: 


Missouri Arkansas 
Texas Kansas 
Minnesota 


Give references and experience in 
first letter. Applications held 
strictly confidential. 


Address D-667, care Boot and 
Shoe Recorder, 80 Federal St., 
Boston, Mass. 


“SALESMEN WANTED 
who have estab! connection of 
a, “ptanding with ay soot lines wanted 
to carry our standardized, instoek, high grade 
children’s welts as a side line for the follow- 
ing territory: New York West of Hudson, 
a _— kL I ge Be 
establis Proposition, widening 
its selling field. 
DURKEE SHOE CO. 
Stoneham, Mass. 











ALESMAN for Connecticut and Wester: 
Massachusetts. Must reside on territory n 
travel by auto. Children’s and Women’s We'ts. 
McKays and Stitchdowns. Large stock depart 
ment. Commission basis. Address D-673, care 
Boot and Shoe Recorder, 80 Federal St., Bos 
ton, Mass. 





two weeks. 











Boston, Mas 





ALESMEN WANTED to represent snappiest 
in-stock line of Welts and McKays corre 
tive arch shoes carried in all widths to ret 
at five and six dollars. Commissions paid every 
Reply to D-677, care Boot and 
Shoe Recorder, 80 Federal St., 
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SALESMEN WANTED 





SALESMEN WANTED 





WANTED TO PURCHASE 





RARE OPPORTUNITY—We are changing 
representatives in the following states in 
which we have established trade: Ohio, Arkan- 
sas, Tennessee, Kentucky. Want men to carry 
our line of In-Stock leather house slippers as 
side line. Must live on territory and cover 
same close by auto. Give full particulars in 
tirst letter. No drawing account. Weekly set- 
tlements against orders received. Twenty men 
now successfully selling line. Easiest selling 
commodity in shoe game today. Maid-Rite 
Corp. (Manufacturers), 35 York St., Brooklyn, 
New York. 


SIDE LINE salesmen wanted for the follow- 
ing states: North and South Dakota, Ne- 
braska, Kansas, Oklahoma, Alabama, Missis- 
sippi and Tennessee. Our line represents large 
designs of shoe buckles and spats. Applicants 
must submit references with their first letter. 
Address D-672, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Il. 











ALESMEN WANTED—To carry a popular 

price line of stitchdown shoes. Sandals and 
oxfords to volume buyers, on commission basis, 
for Missouri, Kansas, Iowa, Illinois, Wisconsin, 
Minnesota. State references and full qualifica- 
tions in first letter. Write Box D-661, care 
Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 





LARGE Rubber Manufactuer in introducing 
new and popular line needs to add _ three 
experienced rubber footwear salesmen.  Inter- 
ested only in successful salesmen who can show 
consistent record of sales results and good pre- 
vious earnings. In reply please give particu- 
lars, previous experience, present connection 
and earning. Information held confidentially, 
of course. Address D-679, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 





ARE OPPORTUNITY — Choice _ territory 

open for specialty or hve wire sideline men 
Article must be demonstrated. Big money 
Restricted territory allotted. Those seriously 
interested communicate with the Shu-Utility 
Co., 329 Third St., Milwaukee, Wis. 


ANTED— Experienced Salesman immediately 

to cover well established trade in Colorado, 
Utah, So. Idaho and Wyoming with work 
shoes and boots. Commission basis. Interested 
only in high grade man with best of references. 
RED WING SHOE COMPANY, Red Wing. 
Minnesota 





Ss“! ESMEN WANTED—If you sell ladies’ 
shoes you want to carry our tray of beau 
tiful rhinestone shoe ornaments. State refer 
ences in first letter. Straight commission basis 
20% Address D-681, care Boot and Shoe 
Recorder, 239 W. 39th St., New York, N. Y. 





XPERIENCED salesman for New York 

State by manufacturer of boys’ Goodyear 
Welts and McKays, established trade, 6% 
straight commission. Address D-683, care Boot 
and Shoe Recorder, 80 Federal St., Boston, 
Mass 





WANTED— Experienced salesman to cover 
New York and New Jersey States with line 
of medium priced infants’ turns and_ stitch- 
downs. On commission basis. May be carried 
as main or side line with non-conflicting line. 
Write to Bex D-684, care Boot and Shoe Re- 
corder, 80 Federal St., Boston, Mass. 





SALESMAN for Central and Northwestern 
Pennsylvania. Must reside on territory and 
travel by auto. Children’s and Women’s Welts, 
McKays and Stitchdowns. Large stock depart- 
ment. Commission basis. Address 1-686, care 
Boot and Shoe Recorder, 80 Federal St., Bos 
ton, Mass. 


EXPERIENCED shoe salesmen to rg 
an established shoe manufacturer of a line 
of Ladies’, Misses’ and Children’s McKay 
shoes. Carry as a side line on commission 
basis in any part of U. S. A. provided line 
and territory do not conflict with covered terri- 
tory. Must reside on territory and cover same 
close by auto. Give full particulars in first 
letter, and must be able to give A-1 references. 
Apply by letter giving age, experience and two 
references with application. Philip Schneider 
~~? Co., 328-332 N. Jefferson St., Allentown, 
. 


ALESMEN WANTED tto sell _ up-to-the- 
minute shoe ornaments to retail stores. 

Many territories open. Commission. Address 

D-688, care Boot and Shoe Recorder, 239 W. 
3%th St., New York, N. Y. 














ALESMEN WANTED—We have very de 
sirable territory open for experienced sales 
men to carry our well known line of soft soles, 


turns and stitchdowns. Liberal commissions 
paid. A wonderful opportunity for real pro 
ducers with established trades. J. J. MacMaster, 


89 Allen St., Rochester, N. Y. 





NE salesman with established trade for Ohio 

and Western Pennsylvania. High Grade 
Stitch-Downs, Infants to Misses. High Grade 
Turns Infants to Growing Girls. Covered heels 
All widths. Three factories. Best sellers in 
stock. Trade established. 7% commission 
Give main line as reference. J. S. ZULICK 
& CO., Orwigsburg, Pa. 








FOR SALE 


OR SALE—Will sell at bargain one Drying 

Rack for Soles and one Two Sides Sole 
Cementing Machine. Address: H. N. Cook 
Belting Company, San Francisco, Cal. 








SHOE business for sale, Northern Massachu- 

setts. Cash only. Established 36 years 
Stock about $8,000. Fine location. Address 
D-676, care Root and Shoe Recorder, 80 Fed- 
eral St., Boston, Mass. 





OR SALE—Used Fireproof Christy Account 
Register. 25 leaves; 12 accounts each. First 
class condition. E. M. Small, Wilder, Tdaho 








FOR LEASE 





O LEASE—Attractive space to lease for 
women’s high grade _ shoes. Leading 
Women’s Department Store in Southern Col- 
lege town of 25.000. Attractive proposition. 
Address Louis Wiesel, Inc., Tuscaloosa, Ala. 








FOR RENT 


FOR RENT—Space for a shoe department in 
successful department store. 100% location 
in Wilkes-Barre, Pennsylvania. Address 1-680, 
care Boot and Shoe Recorder, 80 Federal St., 
Soston, Mass. 








EAUTIFUL Millinery Shop established 15 

years offers a Ladies’ Shoe Department for 
rent, medium and better trade. 100% location. 
Will give 10 vear lease. 80 miles from New 
York City. Address D-682, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 








LINE WANTED 


INE WANTED FOR NEW ORLEANS 

and Southern Territory by a resident sales- 
man who can furnish best of references. Pre- 
fers line of women’s popular priced novelties 
carried in stock. Can also cover important 
towns in Louisiana, Texas and Alabama where 
he has wide acquaintance with best buyers. Ad 
dress—Will A. Camps. Room 611-A, Godchaux 
Bidg., New Orleans, la. 











MERCHANTS’ NEEDS 








Advertising Air Balloons 
Size No. 50—8%” Inflated 
ef 00 per gross Quantities 5 grees 
us } 4 or more 
ot Ad Assorted Colors 
WwW. E.  peaaee ADVERTISING 
SERVICE 


R 
159 No. State St., Chicago, Ill. 








Use Recorder Service. There are 
many ways in which the Boot and 
Shoe Recorder can serve you. Write 
us your prob 














To Be Sure Tuat You Receive 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire or 

surplus stocks, ask us for our bid (estab- 

lished 40 years). Cash transactions. 

New York Export Purcuasine Corp. 
596 Broadway, N. Y. City 




















HIGHEST CASH PRICES 3 
PAID 


for shoe stocks, slow sellers, etc. Short 
., sense over. Transactions confidential 


Est. 
MAX GLAUBERG 
54 Lispenard St., New York City 
Canal 8014 

















MERCHANTS’ NEEDS 








estasuisnt® choad 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 


wrou 
%e5-27) LEXINGTON AVE. BRODKLYM. atv 
AMERICA’S CREATEST 
SHOE CARTON @& LABEL MPGa 





OF N=) 


The DISTINCTIVE arid 


PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


a$$ SOW 347" ST, N.V.C 
Phone WISCONSIN 6130 








Do You Know? 


That you can buy or sell it through 
the “Where te Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 


















































MERCHANTS’ NEEDS 








New & Used Chairs 


Handsomely 
upholstered, 
Mulberry 
color. Orig- 
inal cost, 
$11.50. Used 
3 months. 
Price.. . $6.50. 
Other styles 
on hand. 
Prices range 
upward from 
$1.75. 


Shipments 
anywhere, 
packing extra. 





Crown Motion Picture 
Supplies 


729 Seventh Avenue, New York 
3rd Floor 











Milbradt 





a) 
. /e 
= Ladders 
I am | 
La Made for 40 years 

—_4-—} by the original in- 

| ventors. 

———f = Made in all_ styles 
—"y —_ to suit any shelving 
——") = conditions. 

‘S Get our price before 
q placing your order 
Milbradt 
Manufacturing Co. 
2416 No. 10th Street 





ST. LOUIS, MO. 














Mrs. Schiff Dead 


CoLuMBus, OHIO (UTPS) — Mrs. 
Rebecca Lurie Schiff, wife of Rob- 
ert W. Schiff, president and manager 
of the Schiff Co., operating a chain of 
40 retail shoe stores in the Middle West, 
died at a Columbus hospital Sept. 1, 
after a long illness. 

She came to Columbus from Cincin- 
nati 14 years ago and was a member 
of the Aguduth Achim Temple. She 
leaves three daughters, one son and 
_ brothers in addition to her hus- 

and. 


Voelkel Transferred 


DALLAS, TEX. (UTPS)—Arthur 
Voelkel, manager of Pauls Shoe Store 
at Houston for some years, has been 
transferred to Dallas and made assist- 
ant manager and advertising director 
for the concern. 
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Cincinnati Market 
Makes Record Output 





August Shipments Heaviest Ever 
Experienced 
CINCINNATI, OHI0—Practically all 


Cincinnati shoe manufacturers called 
road men in the last week of August in 
order that they get new samples and 
be ready for territories again around 
Sept. 15. Very few orders other than 
those of fill-in nature came in during 
the last half of August, but factories 
have sufficient bookings on hand to run 
them to Oct. 1. Factory officials do not 
expect production to be slowed up for 
some time as winter business will be 
coming in by the time fall orders are 
cleaned up. 


Shipments for the month of 
August were very heavy and man- 
ufacturers declare that more foot- 
wear has been shipped out of Cin- 
cinnati for fall openings than ever 
before with one large maker of all 
grades of women’s shoes reporting 
fall business with his firm to be al- 
most double that for the same sea- 
son of last year. 


It seems that merchants are asking 
for style more than ever before, price 
being secondary. Manufacturers are 
striving to give them just what they 
want. More style is being crammed into 
every shoe and practically everything 
offered has been accepted by retailers. 
Patterns for both fall and winter are 
moving toward oxfords and pumps 
with the latter leading. Many of the 
new pumps are adorned with high 
tongue, silver buckles and beaded orna- 
ments. 

Cuban heels and slim heels of Cuban 
height are being favored for fall and 
manufacturers think they will be much 
stronger for winter. Some shoes are 
still being made with 2% inch heel, but 
the majority of these are novelties for 
the lower-priced shops, with the excep- 
tion of a few for dress and evening 
wear. 


Godman Co. Adopts 


New Distribution Plan 


CoLumBus, OHIO (UTPS)—The H. 
C. Godman Co., starting Sept. 1, in- 
augurated a new method of distributing 
its product. The new plan consists 
in opening three distributing units, 
each with a complete line of Godman 
footwear in styles, widths and sizes 
carried in stock. The Columbus branch 
at 35 North Fourth Street, will be man- 
aged by T. A. McDonald, formerly in 
charge of stock; the Kansas City 
branch, 1321 St. Louis Street, man- 
aged by F. F. Omundson, formerly a 
style man at the Columbus office, and 
the Atlanta branch at 217 Spring 
Street, S. W., managed by R. J. Gal- 
lagher, formerly a salesman in Iowa. 

In addition a separate force of sales- 
men will carry the Godman line under 
the trade name of the Ohio Shoe Co. 
for make-up and future delivery. The 
Ohio Shoe Co. was chartered several 
months ago under Ohio laws by mem- 
bers of the Godman organization. 

The company announces that special 
inducements, which will permit re- 
tailers to buy a considerable portion of 
their requirements on this basis, will 
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MERCHANT NEEDS 








MYERS custion 
= STORE LADDERS 


MODERNIZE STORE METHOD 
To provide adequate stor- 
age facilities for shelf stock 
—to make it accessible and 
convenient for clerks and 
stock men to handle with 
|\j absolute safety —to insure 
quick service for wholesale 
j or retail trade—install one 
or more MYERS NOISE- 
| LESS CUSHION TIRE 
STORE LADDERS. 
Deep tread steps, full length 
hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noise and produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style only—neat of de- 
sign—attractively finished— 
any height—easily installed 
—meets most requirements. 
Circular on request. 
mt FEMYERS & BRO. co. 
ASHLAND, OHIO. 
§PUMPS-WATER SYSTEMS-HAY TOOLS -DOOR HANGERS 
















































DISPLAY FIXTURES 


SEGALLE SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 
ARE BUSINESS GETTERS 
SEND FOR CATALOG 





be offered on the Ohio Shoe Co. plan 
of selling. Novelties and new styles, 
also fill-in sizes, can be obtained through 
the distributing units. 

Traveling salesmen will be on their 
respective territories soon. Sales con- 
ferences were held at each of the dis- 
tributing branches of the company 
prior to September -1. 





Selling Tweeds 


SAN FRANCISCO, CAL. (UTPS)—Som- 
mer & Kaufmann, Inc., admittedly San 
Francisco’s leader in volume of sales 
in men’s, women’s and children’s shoes, 
reports a very gratifying summer rec- 
ord and already an encouraging {:1! 
outlook. Mr. Kaufmann, manager of 
the 119 Grant Street store, places 
browns, tans and grays at the top. [le 
states that the new tweed shoe is s 
ing as rapidly as the stock comes 
as women eagerly buy this tweed « 
ered number to go with the new tweed 
ensembles. Gray tweed and tan twe«(l, 
with kid trim, are the numbers n w 
in stock. 























































plan 
yles, 
ugh 








Patented 
9 


Cahill carton. 


Beautiful—Convenient—Economical— 
Any size— Any color — Shipped 
anywhere knocked down at 
lowest freight rates. 
Cost less though made of 
better materials. Sampl es 

or sal on req 





stock number, 
and width and 
selling price of the shoes on the 
carton or the index card for the 


Patents PRICE, $4.00 


Pending Mailed on Approval 





HARRISBURG, PA. 
OE 20 20 — OSD OSes es 4 
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a a a a a a i, 
The CAHILL CARTON CAHILL BOX MARKER 


“The Carton That Opens in the Front” (Copyrig’ 


A VERY EFFECT IVE 
MACHINE 


For printing the 
description, size 























Coming to NEW YORK? 


$2,000,000 —and 
how the Hotel M¢AIpin 
is spending it. 





An improvement program that will make the McAlpin a 
NEW Hotel—inside and out. . 


Luxurious NEW carpets, draperies and furniture through- 
out—bright, cheerful, interior decoration—spacious, IM- 
MACULATE rooms, all with modern tiled baths—high-speed, 
electric, self-leveling elevators—and a NEW type of cour- 
tevus, efficient hotel service that enthuses the most critical 
guests. 


We invite you to visit the McAlpin and inspect the NEW 
rooms—several of which are already completed. 


All improvements are being effected without the slightest 
interruption of service. 


FRANK A. DUGGAN, President and Managing Director 


HOTEL MCALPIN 





ONE BLOCK from PENNSYLVANIA STATION 


BROADWAY at 34th STREET 





ing rates. 








X-RAY SHOE FITTER 
Investigate ! 


Don’t be a fugitive from facts. Learn 
what this machine will do for you and 
is doing for others. Booklets and in- 
formation will be sent on request. 


Write today. No obligation. 


X-RAY SHOE FITTERS, Inc. 


Milwaukee, Box 92 Wisconsin 


SALESMEN: Good Territories Open 





Did You Ever Think of This? 


You probably have used equipment, shop-worn equipment, out-of-date 
models or products which you do not want but which some one else would 
be glad to get hold of at a price under the market. 


Classified Advertising in the BOOT AND SHOE RECORDER will 
move them quickly and economically. See Classified Section for Advertis- 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHoE RecorpER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue 





ORNATE FOOTWEAR SEASON AHEAD. A Style Movement ............ 37 
BLACK AND WHITE COMING....... . Contrasts Approach .......... 38 
For Spring, 1929. 
NEW WINTER COLORS ............- And Popular Acceptance ....... 39 
Browns and Blues. 
THE VOICE OF THE RECORDER....... Opinions of the Editor ........ 40 
FOLLOW THE LEADER ....... sais In Men’s Shoes ......... (sence ee 
The Time and Place for New 
Things. 
A GuImDE TO PER CENT OF GROSS 
| re ee ns Ready Reference .........2.00+ 43 


A Table for Quick Fieurias. 


O. P. I. (OTHER PEOPLE’S IDEAS)... Collected by Our Field Editor... 44 


How StTyite Is CREATED........... By Madame Hamilton Jeffries.. 46 
Get READY FOR THE F'ARMER’S DOL- 
DE oh.t ootuss neki Ss64<ees ‘ Crops and Shoes ........... .. 48 
DIsPLAY SELLS MoRE SHOES....... In the M. J. Cow Store........ . 50 
Illuminated Wall Cases. 
WHo’s WHO SELLING SHOES ON THE 
BN es iat tobe beens a eke’ s By Helen M. Haney ........... 57 
News of the Travelers. 
SHOE MERCHANT NEWS ........... Mbout BetOdere ...ccccc.ccces 63 
SHOE MARKET NEWS ............. Among Mnaufacturers ........ 74 


OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 


THE Boot AND SHOE RECORDER PUBLISHING Co. 
80 FEDERAL STREET, BOSTON, MASS. 
EVERIT B.. TERHUNE, President 


WILLIAM M LEBRECHT GEORGE W. R. HILL 
Vice-President 











Treasurer 
H. WALTER SCOTT B. C. BOWEN 
Vioee-President Vice-President 
ARTHUR D. ANDERSON 
Secretary 


Directors of the corporation, in addition to 
the above-named officers, are as follows: 


A. C. PEARSON Hueu M. Bowman P. M. FAHRENDORF 
ae a CHARLES H. FuURBER R. L. SzwarD 








SUBSORIPTION RATES 
The subscription price of the Boot anp SHox Recorpeg is $3.00 for one year, which includes 
postage in the United States, its ions, Canada, Mexico, Spain and its colonies and South 
America (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copes 25 cents. 





4 4 ew for change of address must reach us at least thirty days before ro date of issue 

with which it is to take effect. Duplicate copies cannot be sent to replace those undelivered 
through failure to send vance notice. With your new address be sure also to send us 
the old one, éncl g if your address label from a recent copy. 


? 
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Mareh 3, 1879. 
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you will find 


in the 


Boot and Shoe 








T is a common belief that when 

a store does $2,000,000 worth of 
shoe business that the individual 
customer becomes a unit of sale, and 
not a definite personality. Melville 
Kaufmann of San Francisco will tell 
of the importance of the right mer- 
chandise, in the right quantities, at 
the right time, with the right sort 
of personal service at the fitting 
stool. We defy you to enter this suc- 
cessful store without finding a mem- 
ber of the firm contacting customers 
on the floor. 


HIS is the issue devoted to, 

sales-pressure on the American 
purse for shoe store spending, and 
we indicate the best practice in get- 
ting the money when the American 
public is in one of its best spending 
moods. 


HE outstanding volume material 

in shoes, patent leather, will be 
surveyed in this issue, to give a 
national picture of the material 
available for mid-season demand, 
for, strange to relate, what is often 
a mid-summer favorite becomes 
equally a mid-winter popular num- 
ber, weather notwithstanding. 
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ig Good S ies are made BETTER with 
INVISIBLE MIDDLESOLE 


NVISIBLE MIDDLESOLE is a bottom 
filler that adds the wear of a middle sole to 
the shoe. 





beateaall 





INVISIBLE MIDDLESOLE provides a one-eighth 
inch rubber sole between the two leather soles. 


~~ 


INVISIBLE MIDDLESOLE prevents cold or damp- 
ness from coming through to the foot. 


-—— 


INVISIBLE MIDDLESOLE assures wonderful flex- 
ibility and does away with squeaks. 


7—e 


INVISIBLE MIDDLESOLE adds to health and com- 
fort by providing a flat, damp-proof insole. 


—— 


INVISIBLE MIDDLESOLE will not crawl or bunch 
and so eliminates cause of frequent customer com- 
plaints due to uneven wear on insole and outsole. 


~~. 


INVISIBLE MIDDLESOLE will help you sell more 
shoes and keep more satisfied customers. 








put Invisible Middlesole (Bottom Filler) in your shoes 


MR. SHOE BUYER: Ask your shoe manufacturer to 
—send for descriptive folder and coupon book today 


BECKWITH MANUFACTURING COMPANY 


~ STATLER BUILDING Manufacturers of Uuleo Products BOSTON, MASS. 
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